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PURPOSE  OP  THIS  REPORT 


yopt  salAs  mariMgftrB  arF»  unfatnlliar  with  the  respon«ibiltti es  of  the  em- 
ployer of  Balesmen  in  cases  of  verbal  agreements,  and  with  the  various 
factors  which  should  be  included  in  agreements  or  contracts  v7ith  sales- 
men, Some  sales  executives  are  under  the  impression  that  contracts  are 
for  \iSR  m tying  up  the  BalBsman  and  the  house  for  a certain  period. 
Others  regard  contracts  a,s  a means  of  covering  the  matter  of  compensa- 
tion. Others  believe  that,  ina?much  as  no  complicati ons  have  arivsen 
in  connection  with  the  actions  taken  by  men  appointed  as  representatives 
of  the  company  in  the  field,  there  is  no  need  for  specific  agreements, 
contracts  being  only  for  the  "other  fellow." 


Opinions  have  a wide  variation  as  to  the  use  of  salosmen^s  written  agree 
ments  and  it  is  for  the  purpose  of  pointing  out  the  broader  application 
of  such  agreements  and  the  pitfalls  which  thousands  of  concerns  have  en- 
countered through  the  lack  of  proper  agreements  that  we  have  pr6po.rad 
this  report. 


It  is  the  further  purpose  of  this  report  to  provide  sales  executives  with 
mat^^rinl.  ga+h®red  from  the  experience  of  many  prominent  concerns,  of  value 
in  outlining  a proper  agreement  to  fit  your  requirements.  In  addition 
to  this,  our  investigati ons  have  brought  in  over  a hundred  original  con- 
tracts and  agreements  with  salesmen,  brench  managers , Junior  salesmen, 
etc.,  from  which  hove  selected  representative  forms,  reoroduced  in  the 
exhibit  section  of  this  report  for  the  guidance  of  subscribers. 


We  wish  to  take  this  opportunity  of  thanking  Edward  Warren  Everett,  of 
the  law  firm  of  Winston,  Strawn  & Shawj  R,  E.  Huese,  secretary  of  Francis 
H,  Leggett  <§;  Compgny;  W.  B.  Stewart,  vice  president  of  The  Oliver  Type- 
writer Company ; M.  F.  Judd,  salons  manager  of  The  Ra^ybestos  Company}  C.  E, 
Stef  fey,  general  ^Ba^es  manager  of  The  National  Cash  Register  Company  5 
R»  H,  Du  Bois,  Sherer-Gil 1 ett  Company;  C.  K,  Swartzbaugh,  sales  manager 
of  Th©  Toledo  Cooker"Company ; C,  T.  Anderson  of  The  Safe -Cabinet  Company; 
J.  B.  Brown,  general  «ales  manager  of  the  Brown  Graves  Company;  Lee 
Wiltsee,  seles  manager  of  The  Wm.  S.  Merrell  Company;  C.  Robt.  Churchill, 
president  of  the  Electric  Appliance  Company;  Robert  G.  Fay,  director  of 
sales,  Robert  Smith  Corapary;  R.  G.  Streeter,  The  Cary  Salt  Companyr;  and 
others  who  co-operated  with  us  in  the  compilation  of  this  renort," 


As  this  report  is  on  a subject  v7hich  arises  at  some  time  in  every  busi- 
ness, we  strongly  urge  that  it  be  placed  on  file  for  future  reference. 
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A SPECIAL  REPORT  COVERING  TEE  USE  OF  AGREE!t®NTS 
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AND  CONTRACTS  WITH  SALESK^M  AND  MANAGERS 
INCLUDING  SECTION  OF  ACTUAL  CONTRACTS 

+ + + 

On  account  of  the  confidential  character  of 
material  embodied  in  this  report,  right  of 
publication  is  withheld  unless  permission  is 
secured  from  The  Dartnell  Corpoi'ation  and  the 
companies  involved. 

+ -f  + 

RECENT  TENDENCIES  REGARDING  SALSSMEI'I' S AGRESIIENTS.  Tiie  early  part  of  the 
past  year  marked  the  beginning  of  new  interest  in  salesmen's  contracts  and 


agreements . 


have  been  receiving  a gi'eat  many  inquiries  from  large  and 


small  companies  having  legal  difficulties  and  miscellaneous  misunderstand- 
ings in  the  sales  department  and  from  concerns  desiring  information  regard- 
ing the  drawing  up  of  agreements.  At  the  present  time,  there  is  a general 
tendency  toward  the  adoption  of  some  kind  of  a written  or  printed  under- 
standing v/ith  sales  I’epresentatives . There  is  also  a special  tendency 
toward  the  use  of  what  are  termed  ’’house  policy  manuals"  which  form  the 
basis  of  agreements  with  salesmen  but  are  not  documents  to  be  signed. 


i . 


PITFALLS  IN  HAVING  INCOMPLETE  AGP^IELOCNT  WITH  SALESMN.  If  business  insti- 
a,s  a,  whole  knew  of  the  thousands  of  cases  which  have  been  dragged 
through  the  courts,  in  most  instances  by  salesmen,  all  companies  would  see 
to  it  that  a proper  agreement  is  placed  on  paper  for  the  con'/eiiience  of  tne 
house  and  salesman  --  not  necessarily  for  their  binding,  but  for  mutual 
unders tanding . Take  for  example  the  case  of  a Pacific  Northwest  company 
v/hich  was  desirous  of  obtaining  a certain  million  dollar  contract  during 
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the  world  war  and  accepted  the  offer  of  a salesman  who  agreed  to  get  the 
order  for  a matter  of  $30,000  commission,  not  to  be  paid  if  he  did.  not 
bring  in  the  order.  A number  of  months  passed  and,  as  the  order  was  not 
received,  tbe  house  took  on  other  war  contracts.  Nearly  a year  later  the 
salesman  announced  that  he  had  the  order  but  the  house  turned  it  down 
because  he  was  so  long  getting  it  and  because  they  had  taken  on  other 
business  so  they  could  not  handle  the  contract. 


SALESMEN'S  AGREEMENT  TO  SAVE  $30,000.  The  salesman  took  the  matter  to 
court  and  the  law  gave  him  the  $30,000.  It  was  settled  on  the  basis 
that  the  sa,lesman  had  fulfilled  his  part  of  the  agreement.  This  company 
now  recognizes  that  the  proper  kind  of  an  agreement  would  have  saved  them 
this  sura  of  money,  to  say  nothing  of  the  embarrassment. 

Hundreds  of  prominent  concerns  are  situated  in  a similar  position  and 
do  not  know  it.  They  are  risking  thousands  of  dollars  because  of  a seem- 
ingly innocent  verbal  understanding,  very  often  entirely  different  with 
each  salesman. 


SOME  ACTUAL  LAW-SUITS  AGAINST  VARIOUS  COMPANIES.  In  order  to  illustrate 
precautions  which  many  employers  of  salesmen  have  failed  to  take  and  to 
better  show  the  pitfalls  in  having  incomplete  agreements  with  "representa- 
tives”, we  cite  a number  of  cases  from  the  court  records.  Most  of  these 
references  are  furnished  through  the  co-operation  of  Edward  Warren  Everett, 
a prominent  attorney  in  the  law  firm  of  Winston,  Strawn  & Shaw,  Chicago, 
one  of  the  largest  firms  of  its  kind  in  the  country.  The  attorneys  of 
this  institution  act  in  an  advisory  capacity  to  The  Wahl  Company,  manu- 
facturers of  "Eversbarp"  Pencils,  and  other  well  known  companies. 


i 
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WilEN  A SALESMAN  DOSS  NOT  MAKE  GOOD.  In  the  case  of  John  E.  Shields  vs. 
James  T.  Carson,  Vol.  102,  Appelate  Courts  of  Illinois,  the  salesman  ob- 
tained damages  at  the  sum  of  |648.00  after  showing  that  his  samples 
arrived  two  weeks  late.  Although  business  was  good  in  other  territories, 
this  salesman  did  not  produce  sufficiently  to  pay  his  expenses  and  the 
house  suggested  that  their  agreement  be  discontinued.  Ka  held  that  small 
sales  were  partially  the  result  of  samples  arriving  lata  and  conditions 
in  hia  territory,  therefore,  it  was  his  intention  to  perform  his  duties 
to  the  best  of  his  ability  the  balance  of  the  season,  according  to  their 
letter  of  agreement,  and  refused  to  return  the  samples.  The  case  was 
tried  without  jury  by  consent  of  both  parties.  The  refusal  of  the  sales- 
man to  return  samples  belonging  to  his  employer  when  requested  was  found 
to  be  sufficient  ground  for  his  discharge  and  this  defeated  the  recovery 
of  his  earnings  for  the  balance  of  the  season.  However,  he  did  get  dam- 
ages for  being  "wrongfully  discharged".  A simple  paragra.ph  on  the  matter 
of  samples  or  discontinuance  of  the  agreement,  included  in  the  letter 
covering  their  understanding,  would  have  saved  this  company  $648.00. 
Suggestions  for  such  paragraphs  will  be  found  in  most  of  the  formal  agree- 
ments in  the  Contract  Section  of  this  report. 


HOW  LAW  ALLOWS  AGREEMENTS  TO  RENEW  AUTOMATICALLY.  A salesman  made  an 
agreement  with  a certain  company,  extending  over  five  years,  and  renewed 
it  at  the  end  of  that  time,  the  latter  expiring  in  1900,  Since  then  no 
agreement  has  been  made  in  a formal  way.  The  sales  manager  is  at  present 
endeavoring  to  discharge  the  salesman  who  is  still  with  this  company. 

The  question  has  arisen  in  court  as  to  whether  or  not  the  agreement  is 
renewed  every  five  years  as  claimed  by  the  salesman’s  attorney.  This 
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’«'ould  mean  that  tho  agreement  from  I'f-iO  comnot  be  cancelled  until  l';n20. 

The  fact  that  the  salesman  has  been  in  the  employ  for  thirty  years  is  suf 
cient  evidence  that  he  is  a good  and  faithful  employee.  There  is  no  doubt 
huz  that  this  case  \7ill  be  decided  against  the  employer  and  the  salesman 
vvill  be  entitled  to  salary  for  the  time  covered  by  the  agreement. 

Law  usually  holds  that  contracts  renew  themselves  in  cases  of  this  kind 


except  where  formal  Cf3.ncella.tion  is  filed.  The  besx  way  to  prevent  such 
misunderstandings  is  through  the  use  of  a,  paragraph  regarding  termination 
of  agreement  such  as  will  be  suggested  by  sooie  of  the  contracts  exhibited 

in  the  back  of  this  report. 


HOW  SALESMAN  GETS  COMMISSIONS  oN  UNFILLED  ORDERS.  The  case  of  Taylor  vs. 


Enoch  Morgan  Sons  Go.,  N.  Y. , 26  N.  E.  , '-=14,  exhibits  one  way  in  whicn  tne 

sa,lesman  can  recover  commissions  on  orders  unfilled  or  unaccepted: 

Plaintiff  was  employed  as  traveling  salesman.  He  was  required  to 
travel  over  his  route  six  times  a year  and  to  handle  no  goods  com- 
peting with  the  defendant’s.  Compensation  was  a commission  on  a,ll 
orders  accepted  from  bona  fide  purchasers.  After  his  discharge, 
he  brought  action  to  recover  commissions.  He  \ms  allow^ed  by  the 
referee  ccmmissions  on  orders  from  responsible  parties  which  the 
defendant  had  refused  to  accept.  The  reason  for  refusing  to  ac- 
cept such  orders  may  have  been  lack  of  production  on  certain 
items  or  some  other  fair  reason.  However,  the  iudge,  in  sustain- 
ing the  judgment,  says:  * page  316: 

”Ws  incline  to  the  view  that  it  was  the  duty  of  the  defendant  to 
accept  all  orders  presented  by  the  plaintiff  from  bona  fide  pur- 
chasers which  v;ere  made  in  accordance  with  the  provisions  of  the 
contract,  and  that  they  did  not  have  the  right,  without  cause, 
to  arbitrarily  refuse  to  accept  such  orders.  Such  a construction 
of  the  contract  v/ould  require  the  plaintiff  to  travel  over  the 
territory  mentioned  at  his  own  expense  six  times  a year,  with  a 
right  on  the  part  of  the  defendant  to  reject  every  order  pre- 
sented by  him,  and  to  thus  deprive  him  of  any  commissions." 


WHERE  COURT  DOES  NOT  PERMIT  REFUSAL  OF  ORDERS.  In  the  case  just  cited, 
the  arbitrary  refusal  of  orders  is  not  per'mitted,  showing  that  without  a 
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carefully  outlined  agreement,  the  house,  regardless  of  how  reputable, 
places  itself  at  the  mercy  of  a jury  and  the  courts.  While  it  is  true 
that  similar  suits  can  be  cited  where  decisions  have  been  in  the  favor 
of  the  employer,  attention  is  also  called  to  the  case  of  Wolff  Shirt 
Company  vs.  Sacks,  Missouri,  168,  S.W.  641,  to  show  that  this  is  by  no 
means  an  isolated  case.  In  a suit  by  salesmen  against  the  company,  the 
court  allowed  commissions  upon  orders  solicited  by  the  salesmen  and  sent 
in  to  the  company  which  the  company  could  not  fill  because  it  did  not 
have  goods  on  hand  with  which  to  manufacture  the  articles.  The  court 

adopts  the  following  ls,nguage  of  the  referee: 

”To  hold  otherwise  would,  I believe,  be  subservient  of  fairness 
and  justice,  and  enable  plaintiff  to  take  advantage  of  its  own 
wrong.  The  plaintiff's  ability  to  fill  defendant's  orders  is  no 
less  important  to  him  than  is  defendant’s  ability  to  obtain  said 
orders  to  the  plaintiff.  The  employer’s  ability  to  fill  such 
orders  is  or  ought  to  be  implied  and  I find  abundant  legal 
authority  to  that  effect.  In  the  present  instance  defendant  in 
good  faith  and  without  violation  of  any  selling  Instructions 
solicited  and  obtained  orders  from  divers  customers  who  were 
ready,  willing  and  able  to  pay  for  the  goods.  It  is  not  con- 
tended that  the  plaintiff’s  failure  to  execute  these  orders 
was  due  to  any  lack  of  confidence  in  the  defendant’s  customers. 

WHEN  THE  COMPANY  DISCONTINUES  CERTAIN  PRODUCT.  The  issuing  of  instruc- 
tions to  the  sales  force  to  stop  taking  orders  for  a certain  product  is  a 
matter  that  comes  up  in  every  business.  Not  realizing  the  power  of  the 
sales  force  in  such  a situation,  thousands  of  concerns  do  not  think  of 
having  a clear  understanding  on  details  of  this  kind.  The  well  known 
case  described  briefly  below,  now  hanging  fire,  is  founded  on  this  situa- 
tion. In  a memorandum  for  brief  of  the  case,  to  which  we  have  access, 

fikiward  Warren  Everett,  attorney,  sets  down  the  following: 

"The  salesmen  were  instructed  in  the  fall  of  1918  to  take  no 
further  orders  for  certain  numbers  of  the  product.  This  was  due 
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to  the  fact  that  unusual  sales  for  the  year  had  made  it  impossible 
for  tb©  factory  to  keep  up  with  th©  orders  and  the  orders  on  their 
books  would  consume  all  they  war©  able  to  make  for  the  rest  of  the 
year  of  the  numbers  withdrawn. 

•’One  question  is  whether  there  is  an  implied  condition  in  the 
letter  employing  these  salesmen  that  would  relieve  the  company 
from  liability  where  the  sales  for  that  year  had  boon  practically 
thr*ea  times  the  sales  of  th©  previous  year  and  due  to  this  unfore- 
seen expansion  of  business  the  company  was  unable  to  fulfill 
orders  after  the  notification  to  the  salesmen. 

’’The  second  position  of  the  company  is  that  it  has  a right  to 
conduct  its  own  business  and  hence  a right  to  withdraw  certain 
numbered  models  from  the  list  and  instruct  the  salesmen  to  take 
no  more  orders  for  these  particular  numbers,  leaving  the  salesmen 
free  to  continue  to  take  orders  on  other  numbers.  Or,  in  other 
words,  does  the  fact  that  the  company,  in  the  contract  with  the 
salesmen,  names  a number  of  models  and  the  commissions  to  be 
received  on  the  orders  for  each,  require  the  company  to  continue 
throughout  the  year  to  make  every  model  in  this  list,  regardless 
of  business  policy?” 

If  this  suit  is  pressed  to  the  limit  by  the  sales  force,  no  longer  con- 
nected with  the  company,  the  chances  are  it  will  be  won  by  the  company  on 
the  strength  of  the  accidental  use  of  the  word  ’’shipments”  instead  of 
’’orders”  in  the  original  letter  describing  the  understanding  between  sales- 
men and  company.  However,  the  loss  in  good-will  among  the  trade  thus  far 
cannot  be  estimated,  regardless  of  the  enviable  prominence  of  this  company. 
In  the  future  this  company  will  use  a standardized  agreement  which  will 
anticipate  all  possible  contingencies. 


PREVENTING  SALESMEN’S  EARNINGS  CLIMBING  EXCESSIVELY.  Salesmen’s  earnings 
climbed  over  the  |20,000  mark  in  a certain  company  --  men  who  were  not  ac- 
customed to  more  than  |4,000  or  f5,000  a year  at  the  outside.  In  an  agree- 
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ment  by  letter,  which  did  not  state  clearly  any  termination  period,  each 
salesman  had  been  given  a very  large  territory  to  operate  when  the  company 
was  formed  a few  years  ago.  The  company’s  success  was  almost  phenomenal 
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following  tramondous  national  advertising  campaigns.  The  salesmen  pros- 
pered and  many  of  them  grew  to  believe  that  the  sales  force  was  making 
the  company's  success,  instead  of  the  reverse*  The  salesman's  earnings 
multiplied  and  unitedly  they  decided  to  hold  the  company  to  the  untermin- 
ated agreement*  Idward  Warren  li^erett,  attorney  mentioned  previously, 
is  handling  this  case  personally  and  makes  the  following  statement  in  re- 
gard to  it: 

**I  have  defended  employers  in  two  cases  involving  largo  a- 
mounts  of  money  where  sales  agents,  who  were  compensated  on  a 
commission  basis,  were  too  successful  f inancialljr.  They  could 
not  stand  success.  As  a result,  the  employer  lost  an  efficient 
sales  force  and  the  agents  lost  their  positions,  business 
and  savings. 

"In  each  case,  the  salesmen,  combined  by  agreement  and  pre- 
arrangem«^nt,  quit  simultaneously  and  started  in  a business  sim- 
ilar to  the  employer’s,  as  competitors.  They  overlooked  the 
fact  that  factors  other  than  salesmanship  are  essential  to  tb© 
successful  conduct  of  business.  The  salesmen  in  each  case 
failed  to  consider  the  many  years  it  took  to  put  the  business 
on  a firm  foundation,  establish  a good  reputation  and  popular- 
ize the  commodity  offered  for  sale.  They  failed  to  consider  the 
effect  of  years  of  Judicious  advertising  and  the  benefits  the 
estoblisbed  business  was  receiving  and  enjoying  therefrom.  They 
did  not  consider  the  difficulties  In  'ironing  out  the  troubles' 
in  manufacturing  a new  article,  producing  it  in  profitable 
quantitifis,  establishing  credit  and  making  distribution.  A few 
suggestions  as  to  the  relations  of  manufacturing  employers  and 
selling  agents  from  the  lawyer’s  standpoint  may  be  helpful." 

The  balance  of  the  statement  goes  on  to  tell  how,  from  the  lawyer’s 

standpoint,  the  entire  organization  and  selling  plan  is  reduced,  step  by 

step,  to  a simple,  legal  form.  Subscribers  interested  in  the  details  of 

the  statement  can  have  access  to  it  at  the  office  of  The  Dartnell  Cor- 


poration, or  by  addressing  the  attorney  in  care  of  Winston,  Strawn  and 
Shaw,  38  S.  Dearborn  St.,  Chicago.  However,  all  sales  managers  who  have 
salesmen  operating  in  large  territories  can  see,  from  these  cases,  the 
necessity  of  looking  well  into  the  future  by  properly  guarding  present 
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understandings  with  salesmen* 

RESPONSIBILITY  OF  HOUSE  IN  VERBAL  UNDERSTANDINGS.  The  court  considers 
verbal  agreements  as  contracts,  shown  by  thousands  of  tried  cases.  This 
in  itself  points  to  the  necessity  of  having  a properly  drawn  up  contract 
or  agreement.  In  verbal  understandings,  however,  there  must  be  an  accept- 
ance in  the  form  of  a definite  promise  on  the  part  of  the  salesman,  other- 
wise no  agreement  is  considered  to  exist.  What  can  be  considered  an  act 
of  acceptance  varies  to  a considerable  degree. 

KCW  COMPBiNSATlON  AGREEMENT  MAY  BIND  HOUSE  FOR  YEAR.  Cases  have  been  found 

where  the  employer  is  held  for  a year’s  salary  whan  a yearly  basis  had  been 

agreed  upon  informally.  The  mode  of  payment  is  strongly  indicative  of  the 

# 

period  of  service.  In  the  absence  of  other  terms,  to  employ  a salesman  at 
a certain  rate  per  month  implies  hiring  for  one  month  at  least.  On  a con- 
tract to  pay  a salesman  by  commission,  however,  no  implication  of  a yearly 
hiring  arises.  A letter  offering  to  pay  a specified  sum  for  certain  serv- 
ices and  the  acceptance  of  such  order  as  shown  by  the  performances  of 
services,  constitute  a contract  in  writing. 

INFLUENCE  OF  CUSTOM  ON  AGREEMENTS.  The  court  usually  holds  that  presump- 
tions are  strengthened  by  custom. 

SALESMAN’S  ACTION  FOR  "BREACH  OP  CONTRACT".  A recent  case  shows  that  a 
sales  manager  who  decided  to  repudiate  an  agreement  with  a salesman,  fully 
expected  that  if  the  salesman  should  take  the  matter  to  court,  bis  only 
move  would  be  to  recover  unpaid  earnings.  When  the  matter  came  up,  the  ex- 
ecutive found  that  the  salesman’s  action  was  not  for  wages  but  for  damages. 


This  is  ordinary  procedure. 
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HO!J  CONTRACTS  FORESES  AND  PREVEHT  HIS0RBER3TAMDIK3S.  It,  is  seen  from  the 
foregoing  illustrations  that  the  broad  purpose  behind  contracts  is  to  make 
it  impossible  for  misunderstandings  to  arise.  They  may  also,  at  some  time, 
serxre  to  prevent  an  unscrupulous  salesman  from  taking  advantage  of  the 
house,  but  they  are  particularly  profitable  to  the  house  in  forseeing  the 
future  and  having  all  understandings  aboi'^e  board. 


OUTLINING  YOUR  CONTRACT  OR  AGRSEMUNT.  A well  planned  agreement  or  contract 


will  have  a tendency  to  build  up  the  morale  of  the  sales  force  and  increase 
their  confidence  in  the  house’s  intentions  and  ability.  We  suggest  that  the 


first  step  in  getting  up  a standardised  agreement  is  for  the  sales  manager 
to  make  an  outline  of  the  points  to  be  covered  and  then  write  the  necessary 
paragraphs  covering  these  points  from  his  knowledge  of  the  relationship  be- 
tween the  house  and  the  salesmen.  The  next  step  is  to  put  into  the  hands 
of  a capable  attorney,  who  understands  corporation  work,  the  matter  of  fin- 
ishing this  document  into  a formal  form  which  will  permit  of  only  one  proper 
interpretation,  and  will  cover  all  important  angles  of  your  sales  plan  as 
it  concerns  the  present  and  the  future.  Such  a document,  when  completed, 
should  be  of  benefit  to  the  individual  salesman  as  wall  as  the  house. 


VARIOUS  FORMS  OF  CONTRACTS.  Many  of  the  leading  concerns  have  exhaustive, 


Ip 


printed  contracts;  others  use  a similar  contract  in  typewritten  form  for 
the  purpose  of  removing  the  formal  appearance  and  adding  a personal  touch; 


still  others  accomplish  the  same  result  with  standardized  forms  produced 


with  duplicating  machines.  Some  companies  have  three  or  four  different 
forms  of  contracts  presenting  different  propositions  or  covering  various 


classes  of  employees  such  as  those  enumerated  in  the  following  paragraphs. 
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FORM  FOR  CONTRACT,  The  National  Caab  Register  Company  uses 

four  forms  of  contraots  for  the  sales  force j (l)  salesman's  contract 
on  Gomraiasion  basis,  (2)  salesman’s  contract  on  salary  basis,  (3)  sales 
agent’s  contract,  (4)  assistant  salesman’s  contract  (junior).  This  com- 
pany’s contract  with  salesmen  represents  many  years  of  experience.  The' 
various  points  covered  form  a suggestive  outline  that  can  be  adapted  to 
most  businesses.  For  your  convenience,  a reproduction  of  the  contract 
is  included  in  the  sample  contract  section  of  this  report. 

Immediately  following  the  N.C.R,  contract  is  a form  used  by  the 
Sherer-Gillett  Company,  selling  to  retailers.  This  form  is  simplified 
somewhat  but  an  iroportant  feature  is  the  sentence  at  the  bottom  forming 
the  salesman’s  acceptance  in  which  all  printed  policies,  regulations  and 
rules  of  the  company  are  made  a part  of  the  agreement. 


(m 


WHITE  SEWING  MACHINE  SALESMAN’S  CONTRACT.  The  third  contract  reproduced 
is  in  typewritten  form  and  has  never  been  permitted  to  get  outside  of  the 
company  previously.  The  form  is  worthy  of  study  because  of  several  in- 
teresting features.  For  example,  one  phrase  reads; 

"Salesman  agrees  to  use  his  best  efforts  to  create  as  large 
a demand  as  possible  for  White  sewing  machines 

Salesmen  work  on  a commission  basis  and  this  phrase  makes  possible  the 

dismissal  of  the  salesman  without  question  as  to  his  making  good  from 

the  standpoint  of  sales  volvuse,  should  it  bo  that  found  he  is  not  working 

entirely  to  the  best  interests  of  the  company. 

AGENCY  MANAGER’S  CONTRACT.  The  agency  manager’s  contract  of  the  Safe- 

V 

Cabinet  Company  embodies  a complete  resume  of  the  executive’s  duties  and 
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covers  fully  policy  matters  of  tbe  company  looking  well  into  the  future. 
This  class  of  contract  usually  covers  also  the  same  points  as  salesmen’s 
contracts,  The  Safe-Cabinet  contract  is  four  legal  pages  in  length  and  is 
reproduced  in  full  in  this  reports  for  the  study  of  our  subscribers. 


REDUCING  CONTRACT  TO  ITS  SIMPLEST  FORM.  Boiled  down  to  a minute  stage,  the 
contract  of  Brown-Graves  Company  presents  in  typewritten  form  in  simple  lan- 
guage the  ’’settlement  basis”  to  avoid  misunderstandings,  il  sample  of  the  agree 
ment  is  included  in  the  contract  section  of  this  report.  For  brevity,  this 
contract  is  an  extreme  example.  This  form  is  advisable  only  when  it  is  not 
desirable  to  cover  duties  of  the  salesman,  policy  matters,,  instructions,  etc. 


Making  salesman’s  application  a CONTBAGT  FOPM.  One  of  the  exhibits  in  the 
contract  section  is  The  Oliver  Typewriter  Company’s  salesman’s  application 

t 

form  which  serves  as  a contract.  While  this  form  does  not  cover  everything 
that  a contract  should  cover  ordinarily,  it  has  the  distinct  advantage  of 
getting  the  arrangement  thoroughly  understood  before  negotiations  proceed 
very  far.  The  Oliver  form  is  brief  and  to  the  point.  It  does  not  become 
effective  until  the  company  accepts  same  in  writing. 

HOW  THE  "POLICY  MANUAL"  RBiPLAClS  SALESMAN’S  CONTRACT.  A recent  development 
in  the  way  of  salesman’s  agreemsnts  is  a document  which  may  be  classed  as  a 
manual  defining  policies,  salesman’s  duties,  the  companies  responsibilities, 
general  instructions,  etc.  A feature  of  this  idea  is  that  it  does  not  have 
to  be  signed  by  either  party  but  serves  the  purpose  of  a specific,  uniform 
understanding  on  the  part  of  the  entire  sales  organization.  One  of  the 
concerns  using  the  "policy  manual"  form  of  agreement  is  The  De  Vry  Corpora- 
tion, Chicago. 


I 


- 14  - 


V5HAT  TO  COVER  IN  S/^LS3MEirS  CONTRACTS.  In  addition  to  the  principal  factors 
% 

v/hich  will  be  suggested  by  some  of  the  carefully  oalected  contracts,  samples 
of  which  accompany  this  report,  nearly  every  company  will  want  to  include 
one  or  more  special  factors  peculiar  to  their  businesses*  Some  of  the  spe- 
cial matters  often  covered  by  salesmen’s  agreements  are  tabulated  below: 

DAILY  REPORT  CLAUSE.  The  Wm*  S.  Merrell  Company  devotes  a paragraph 
of  their  contract  to  the  subjvoct  of  salesman’s  reports.  It  states 
frequency  with  which  reports  must  be  made  and  points  out  that  failure 
to  make  a report  maj.be  considered  absence  from  duty  with  resulting 
loss  of  salary. 

COLLECTION  CLAUSES.  The  Carey  Salt  Co.,  Francis  H.  Leggett  as  Co., 
and  others  include  in  the  contract  what  is  expected  of  the  salesman 
in  the  way  of  co-operation  with  the  credit  department.  To  be  com- 
plete, clausGS  of  this  kind  should  fully  cover  .the  matter  of  how 
collected  money  is  to  bo  bandied,  adjusting  mi.sunder8tandings  and 
dissatisfied  customers,  etc. 

FORFEITURES  iHEN  RALE3MAM  LEAVES,  This  is  a subject  which  has 
caused  much  trouble  in  court,  tiany  companies,  believing  that  they 
have  a thorough  understanding  regarding  compensation  and  forfeit- 
ures in  case  the  salesman  should  quit  or  be  discharged  have  found 
out  too  late  that  something  is  lacking  in  their  understanding.  The 
only  safe  way,  regardless  of  the  honest  intentions  of  salesmen  and 
the  house,  is  to  have  an  attorney  construct  such  a clause. 

ORAL  BONDS  ARRANGEl'SSNT,  Such  an  oral  arrangement  is  liable  to  cause 
difficulties,  fleet  concerns  have  their  plans  in  writing  and  have 
them  examined  by  an  attorney.  However,  it  is  not  absolutely  nec- 
ossary  to  include  the  bonus  arrangement  in  the  salesman’s  contract. 

This  practice  of  omitting  bonus  arrangement  is  followed  by  The  Wm. 

S.  Merrell  Company. 

DRAWING  ACCOUNTS.  Many  companies  are  advancing  money  to  salesmen 
chargeable  against  commissions,  believing  that  such  a debt  holds 
legally.  Any  agreement  often  makes  such  withdrawals  compulsory  by 
law  irrospectivo  of  whether  cemmissiens  have  accrued,  as  is  shown 
by  such  court  decisions  as  Schwerrin  vs.  Rosen,  45  Mlsc.,  N,  Y., 

409.  The  proper  kind  of  clauses  covering  drawing  account  arrange- 
ments will  avoid  difficulties. 

PAYMENT  OF  COMMISSIONS.  The  time  of  payment  of  commissions  should 
be  spscifically  stated  and  matters  such  as  bad  debts,  allowances 
and  rebates  to  customsrs,  returned  goods,  cancellations,  discounts, 
etc.,  should  bo  taken  Into  consideration,  Whether  commissions  are 
payable  cn  orders  upon  receipt,  delivery  or  aft^r  collection  of 
account,  should  bs  stated. 


m 
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CONDITIONS  OF  TERMINATION.  The  agreement  should  state  on  what 
conditions  an  agreement  will  terminate  and  what  notice.  Anj 
contract  is  terminated  upon  the  death  or  permanent  disability 

of  the  salesman. 


FORFEITURES  BY  SALESMAN  WHO  QUITS.  The  Brown  Graves  Company 
contract  in  this  report  gives  an  example  of  clause  covering 
forfeitures  by  salesman  leaving  employ. 

MODIFICATION  OR  RESCISSION  OF  CONTRACT.  A contract  may  be  modi- 
fied or  rescinded  by  consent  of  both  parties  or  provided  a suf- 
ficient consideration  moves  between  the  two  parties.  However, 
in  case  the  company  wishes  to  reserve  the  right  to  make  altera- 
tions on  its  own  initiative,  this  should  be  stated. 

RENEWAL  OR  CONTINUANCE  OF  EMPLOYMENT.  The  law  holds  that  ?^hen 
tho  salesman  continues  in  his  employment  after  the  expiration 
of  the  period  of  his  contract,  (or  verbal  agreement),  the  pre- 
sumption is  that  the  employment  is  continued  on  the  terms  of 
bis  original  contract.  The  termination  clause  should  taka  care 

of  this  matter. 

MERGERS  OR  OTHER  CHANGES.  When  the  house  makes  certain  changes 
in  management,  agroemants  or  contracts  should  be  renewed.  Pre- 
vious arrangements  are  automatically  cancelled. 

SAMPLES  OP  CONTRACTS.  We  have  selected  from  the  hundred  or  more  contracts 

obtained  in  this  investigation  a number  of  the  model  forms  and  certain 

unusual  contracts  ?>?hich  we  believe  will  be  of  value  to  cur  subscribers 

and  are  including  them  in  the  sample  contract  section  of  tnis  report* 

We  suggest  that  you  study  them  and  make  use  of  them  in  the  arrangement 

of  your  own  contract,  or  form  of  agreement,  with  salesmen. 


In  conlusion,  wa  urge  that  every  concern  employing  salesman,  or  ‘’rep- 
resentatives”, have  a complete  agreement  covering  policies,  customs,  and 
other  matters  pertaining  to  the  business,  for  the  broad  purpose  of  giving 

the  salesman  a perspective  of  his  job,  to  impress  him  with  the  importance 
of  his  mission,  to  develop  a better  feeling  of  understanding,  and  to 
avoid  any  possible  suspicions  or  misunderstandings. 


Form  1500 


SALESMAN’S  CONTRACT 


Mr. 


(Salesman) 


Having  a Sales  Agency  contract  with  The  National  Cash  Register  C^n^ny,  I hereby  a^ee 
employ  you  to  sell  cash  registers  and  other  products  furnished  by  said  Company  in  the  following 
territory:  (Give  complete  description.) 


This  contract  is  efiFective 

on  the  following  conditions,  viz.: 


19. . 


To  obey 
rules,  etc. 

Not  to  engage 
ia  eaab  regis- 
ter business 
after  eancolla* 
tion  of 
contract 


Rate  of 
commission 


1.  You  are  strictly  to  obey  all  the  rules  and  regulations  of  this  office',  be  governed  by  the  decisions 

of  said  Company,  and  follow  such  instructions  as  may  be  given  you  from  time  to  time. 

2.  For  the  reason  that  at  conventions  and  conferences  of  the  sales  agents,  their  salesmen,  and  officers 

of  said  Company  and  in  other  ways,  you  will  obtain  confidential  information  regarding  the  Com- 
pany’s business,  affairs,  its  necessities  and  plans,  and  the  names  and  requirements  of  its 
customers,  which  it  would  not  be  fair  nor  right  to  use  to  its  detriment,  you  ag^ee  in  part 
consideration  of  your  employment  by  me  not  to  engage  directly  or  indirectly  for  yourself  or 
as  the  agent  or  employee  of  another,  in  buying,  selling,  or  deaUng  in  cash  registers,  in  the 
territory  herein  granted,  for  a period  of  one  year  after  the  termination  of  this  contract,  with- 
out the  woitten  consent  of  said  Company,  and  this  agreement  shall  inure  to  the  benefit  of  the 
Company 

3.  During  your  continuance  as  salesman  for  me  under  this  contract  you  are  to  have  and  receive  from 

me  a commission  on  all  cash  registers  sold  for  said  Company  for  use  in  your  territory,  whether 
sold  by  you  or  any  other  person  in  my  employ,  or  in  the  employ  of  said  Company,  except  as 
hereinafter  provided. 


Your  commission  to  be  as  follows; 

. . . per  cent  on  the  list  price  of  the  following  new  registers 
Class  800  except  Nos.  841,  851,  846,  866 
Class  900. 

Class  1700  except  No.  1722. 

All  of  which  are  for  convenience  called  “A”  Grade. 


per  cent  on  the  list  price  o'f  the  following  new  registers: 

Class  100. 

Class  700  except  Nos,  711,  720.  722.  730 
Class  1000. 

Class  1100  except  1122,  1142 
No.  841 
No.  846. 

No.  851. 

No.  866. 

The  N.  C.  R.  Credit  File. 

All  of  which  are  for  convenience  called  “B"  Grade. 

per  cent  on  the  list  price  of  the  following. 

The  N.  C.  R.  Electric  Credit  System  Switchboard  and  Telephones 
Swivel  Base. 

This  rate  of  commission  also  applies  to  the  selling  price  of  the  following  second-hand  registers; 
Class  500. 

Class  400. 

79  Principle. 

Class  300  with  tape 
Class  1000. 

All  of  which  are  for  convenience  called  “C”  Grade.' 

^ .per  cent  on  the  list  price  of  the  following  new  registers 

Class  One. 

Nos.  1122,  1142. 

No.  1722. 

Class  700  without  tape. 

This  rate  of  commission  also  applies  to  the  selling  price/ of  the  following  second-hand  registers. 
Class  300  without  tape,  except  Nos.  310,  311,  3x0,  321. 

86  Principle. 

All  of  which  are  for  convenience  called  “D”  Grade. 


per  cent  on  the  selling  price  of  the  following  second*hand  registers! 


Commission  on 
registers 
resold 


Allowances 
(or  old 
registers 
Excess 
allowances 

Sales 

througli 

other 

mediums 

Orders  subject 
to  Compansr’s 
acceptance 


Commission 
on  sales  made 
by  other 
agencies 
and  Company 
salesmen 


Claims  for 
commissions 


Sub- 

commissions 

Absence  from 
territory 

Time  of 
crediting 
commissions 

Commissions 
to  be  charged 
back 

Orders  to  be 
sent  to  sales 
agent 

Special 

conditions  to 
be  noted  on 
orders 
Collections 

Remittances 
to  sales  agents 

Receipts  to 
customers 


Required 

credit 

balance 


No.  310. 

No.  311. 

No.  320. 

No.  321. 

All  of  which  are  for  convenience  called  “E”  Grade. 

In  no  case  is  the  commission  on  a second-hand  register  to  be  more  than  the  rate  carried  by  the 
same  register  when  sold  as  new. 

In  all  cases  where  an  excessive  allowance  is  made^  the  commission  will  be  fibred  on  the  money 
difference  that  would  have  been  paid  had  the  regular  allowance  been  made,  and  you  will  De 
charged  with  your  proportion  of  the  excess. 

4.  Where  an  amount  less  than  the  first  three  regular  payments  is  paid  on  any  cash  register,  and  the 

Company  is  obliged  to  take  the  register  bacTc,  you  are  to  receive  no  commission,  but  i±  you  retain 
possession  of  the  register  and  resell  it  at  the  list  price  within  six  months,  you  are  to  revive 
from  me  your  regular  commission  on  the  amount  first  paid,  provided  no  expense  has  been 
incurred  in  making  the  register  salable,  and  not  less  than  three  regular  payments  have  been 
made  on  the  second  sale.  If  such  expense  has  been  incurred  you  are  to  receive  commission 
pnly  on  the  second  sale.  On  autographic  registers  you  will  receive  no  commission  unless  one- 
half  of  the  list  price  has  been  paid. 

5.  The  National  Cash  Register  Company  reserves  the  right  under  my  Sales  Agency  contract  with  it 

to  fix  the  amount  to  be  allowed  on  special  exchanges  of  new  National  Cash  Registers  for  old 
or  for  registers  of  other  makes.  Where  you  make  a greater  allowance  for  an  old  Nationa 
register,  or  register  of  another  make,  than  is  designated  by  the  latest  price  list,  I reserve  the 
right  to  refuse  such  order.  , 

6.  When,  in  the  opinion  of  the  Company, .the  general  conditions  of  the  bi^iness 

United  States  or  Canada  necessitate  the  sale  of  cash  registers  by  said  Company  through  mediums 
other  than  Company  offices  or  regular  sales  agencies,  you  hereby  waive  any  claims  to  com- 
mission on  any  sales  so  made  in  your  territory. 

7 All  orders  taken  by  you  are  to  be  subject  to  the  approval  and  acceptance  by  said  The  National 

Cash  Register  Company,  as  provided  in  my  Sales  Agency  contract  with  said  Company. 

8 You  agree  not  to  enter  the  territory  of  any  other  sales  agent  of  said  Company  for  the  purpose 

of  selling  cash  registers,  or  any  other  products  listed  herein,  or  to  endeavor,  directly  or 
indirectly,  to  make  sales  of  cash  registers,  or  other  products,  for  use  outside  of  your  territory  ; 
but  should  a purchaser  call  on  you  voluntarily  and  purchase  a cash  register  or  any  other  product 
listed  herein  for  use  outside  of  your  territory  you  are  to  receive  your  proportion  of  my 
commission  on  the  money  received  from  such  a .sale.  When.- under  like  restrictions,  as  above 
provided,  any  other  authorized  sales  agent  of  the  Company  s^lls  a cash  register,  or  any  other 
product  listed  herein,  to  be  used  in  your  territory,  your  account  is  to  be  credited  with  y^r 
commission,  less  your  proportion  of  the  commission  paid  the  sales  agent  making  the  sale,  un 
sales  made  by  or  with  the  assistance  of  a Company  salesman  (also  on  sales  made  by  or  with 
the  assistance  of  any  Company  representative,  who  enters  your  territop^  f or  the  express  purpose 
of  closing  or  assisting  in  closing  business)  your  account  is  to  be  credited  with  your  commission, 
less  your  proportion  of  the  commission  retained  by  the  Company.  ^ These  commissions  are  ^bject 
to  the  same  liability  to  be  charged  back  against  your  account  in  case  of  nonpayment  by  the . 
purchaser  as  in  other  cases.  This  arrangement  applies  not  only  to  business  procured  at  the 
of  the  Company  salesman’s  visit,  but  also  to  all  business  subsequently  procured  by  you,  the 
Company  salesman,  or  some  one  else  other  than  the  Cojnpany  salesman,  from  concerns  pre- 
viously worked  upon  by  the  Company  salesman,  provided  such  business  is  closed  within  six 
months  from  the  date  of  the  Company  salesman’s  last  visit,  even  though  such  visit  may  have 
been  made  during  the  occupancy  of  this  territory  by  your  predecessor. 

9.  All  claims  for  commissions  on  sales  of  cash  registers,  whether  such  sales  are  made  by  you  or  othera 
in  your  territory,  and  all  claims  of  whatsoever  kind,  are  hereby  waived  by  you  if  not  made  within 
one  year  from  the  date  of  cancellation  of  this  contract. 

10.  You  agree  that  you  will  not  under  any  circumstances  give  any  part  of  your  commission  to 

any  assistant,  local  agent,  or  other  person  as  an  inducement  for  him  to  assist  you  in  making 
a sale,  without  permission. 

11.  Should  you  absent  yourself  from  your  territory,  without  giving  written  notice  to  m#  in  advance, 

you  are  not  to  be  credited  with  the  commission  on  any  sales  made  in  your  territory  during  your 
absence. 

12.  Upon  receipt  by  me  from  The  National  Cash  Register  Company  of  notification  of  the  settlement 

of  an  account  by  cash  or  notes,  you  are  to  be  credited  on  my  books  with  the  amount  of  your 
commission  on  such  settlement. 

13.  In  case  the  purchaser  fails  to  pay  any  note,  and  your  commission  on  the  sale  has  b^n  paid  or 

credited  to  you,  the  commission  on  the  amount  of  the  unpaid  note  is  to  be  chafed  wck  against 
your  account.  / 

14.  All  orders  for  cash  registers  shall  be  taken  on  printed  forms  furnished  me  bjr  said  Company, 

which  are  to  be  returned  to  me  immediately  after  the  signature  by  the  purchasers,  <«nd  all  con- 
ditions and  special  agreements  shall  be  noted  thereon,  it  being  understood  and  agreed  that 
said  Company  shall  in  no  way  be  responsible  for  promises  or  conditions  not  soecified  on  the 
orders.  No  registers  or  supplies  are  to  be  sold  for  more  or  less  than  the  list  wice  established 
by  the  Company,  plus  freight  or  express.  If  said  Company  is  obliged  to  make  any  concessions 
to  customers,  or  any  expense  is  incurred  by  a violation  of  these  requirements,  amoun};  thereof 
may  be  charged  by  me  to  your  account. 

15.  You“are  to  collect  promptly  and  turn  over  to  the  Collection  Department  of  th»s.  office,  at  once, 

all  notes  or  accounts  which  may  be  placed  in  your  hands  for  collection,  whether  the  sale  was 
made  by  you  or  not. 

16.  You  agree  to  make  daily  remittances  to  me  of  all  cash  received  for  me  or  The  National  Cash  Reg- 

ister Company,  including  money  received  for  supplies  sold  and  repairs  made,  in  the  manner  pre- 
scribed by  me,  and  in  no  event  shall  you  use  any  sum  of  money  collected  for  me  or  sai^ 
Company  to  defray  your  expenses  or  for  any  other  purpose.  In  no  case  and  under  no  circum- 
stances shall  you  sign  my  name  or  said  Company’s  name but,  should  a-  purchaser  require  a 
receipt  for  a cash  or  other  payment,  you  will  receipt  to  him  in  your  own  name  as  salesman. 

17.  I reserve  the  right  to  retain  from  the  commission  now  due  or  hereafter  to  become  due  you  the  sum 

of dollars  ($ ),  to  be  held  as  a deposit  and  security 

for  ^od  faith  on  your  part,  and  to  protect  me  against  loss  by  reason  of  commissions  charged 
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back  against  your  account.  In  case  of  any  termination  of  your  employment,  the  sum  so  with- 
held shall  remain  in  my  hands  until  all  registers,  upon  the  sale  of  which  you  have  been  credited 
commissions,  are  paid  for  in  full. 

18.  All  attorney’s  fees  and  costs  arising  upon  collection  of ‘the  prices  of  registers  sold  by  you  or 

recovering  possession  of  same  charged  to  my  account  by  said  Company  shall  be  divided  between 
us,  and  you  are  to  have  charged  to  your  account  by  me  and  pay  the  same  proportion  thereof  as 
you  receive  or  would  receive  of  the  full  commission  upon  such  sale.  In  case  a cash  register  is 
shipped  to  a purchaser  or  an  order  procured  by  you  and  the  purchaser  makes  no  payment  on 
same,  you  are  to  pay  your  proportional  part  of  the  express  or  freight  charges  on  the  register, 
on  the  basis  as  above  stated.  You  are  to  pay  your  own  expenses  in  attending  on  trials  of  cases 
whether  you  are  responsible  for  the  same  or  not,  if  I so  elect. 

19.  You  are  to  pay  all  your  expenses,  and  under  no  circumstances  are  you  to  represent  The  National 
Cash  Register  Company  or  me  as  being  responsible  for  same. 

20.  In  case  of  the  termination  of  this  contract  for  any  cause,  you  hereby  authorize  me  to  pay  and 

charge  to  your. account  your  outstanding  indebtedness  incurred  in  the  management  of  said 
territory,  but  I shall  not  be  called  on  to  pay  said  indebtedness  unless  I shall  elect  to  do-  so, 
and  the  payment  of  part  of  your  indebtedness  by  me  shall  not  raise  any  obligation  on  my  part 
to  pay  the  whole  of  said  indebtedness.  No  assignment  of  your  account  or  any  part  of  it  at 
any  time  to  be  binding  upon  me  unless  such  assignment  is  accepted  and  acknowledged  in  writing 
by  me. 

21.  In  case  this  contract  shall  be  terminated  at  any  time  I shall  proceed  to  collect  the  notes  and  open 

accounts  and  charge  back  against  your  account  the  commission  upon  such  notes  and  accounts  as 
I shall  be  unable  to  collect,  together  with  your  proportional  part  of  the  expenses  of  collection. 
This  to.  continue  until  a final  account  can  be  stated,  and  no  money  shall  be  due  you  tinder  this 
contract  until  such  a final  account  can  be  stated. 

22.  It  is  mutually  agreed  that  all  objections  to  monthly  or  other  statements  of  account  rendered  by 

me  are  waived,  by  you  unless  written  notice  thereof  reaches  ‘me  within  thirty  days  after 
rendition. 

23.  You  agree,  while  operating  your  territory  outside  of  your  headquarters  town,  to  carry  with  you 

on  the  road  the  full  line  of  regular  samples  required  by  the  Company’s  decisions. 

* • 

24.  You  agree  that  you  vAW  not  purchase  or  deal  in  second-hand  registers  on  your  own  account  during 

the  continuance  of  this  contract. 

25.  You  agree  to  furnish  said  Company  and  >«ie  with  a fidelity  bond  in  the  sum  of  One  Thousand 

Dollars  ($1,000.00)  to  be  issued  by  a responsible  surety  company  and  conditioned  on  the  faith- 
ful performance  of  your  duties  and  to  indemnify  said  Company  and  me  from  loss  by  reason  of 
any  wrongful  act  or  acts  on  your  part  in  the  position  created  by  this  contract.  All  premiums 
on  this  bond  to  be  paid  by  you. 

26.  In  case  this  contract  shall  be  terminated  at  any  time,  you  agree  to  immediately  give  or  deliver  to 

me  or  to  some  one  I may  designate,  possessio  of  the  premises  you  may  occupy  as  an  office  at  that 
time,  and,  if  I so  request,  to  assign  to  me  or  to  such  person  as  I may  designate,  any  lease  you 
may  have  on  such  premises;  and  on  demand  you  agree  to  return  the  office  furniture,  personal 
property,  records,  and  fixtures  hereinbefore  referred  to,  to  me  to  be  by  me  credited  to  your 
account,  at  my  election,  regardless  of  the  condition  of  your  account.  The  price  at  which  such 
office  furniture,  personal  property,  records,  and  fixtures  shall  be  credited  or  purchased,  shall  be 
the  reasonable  value  thereof,  but  in  no  case  shall  it  exceed  90  per  cent  of  the  last  appraised 
value.  Under  no  circumstances  are  you  to  dispose  of  the  office  furniture,  fixtures,  or  other 
personal  property  without  first  securing  my  consent  to  said  sale. 

27.  For  any  breakage  or  damage  done  to  my  property  or  the  property  of  The  National  Cash  Register 

Company,  while  in  your  charge,  you  are  to  be  held  responsible,  and  all  losses  sustained  by  such 
breakage  or  damage  shall  be  paid  by  you. 

28.  You  agree  to  keep  a list  of  probable  purchasers,  and  also  a list  of  users  of  National  Cash  Registers 

in  your  territory.  Both  lists  to  show  the  name,  business,  andTkddress  of  the  merchant,  and  the 
users’  list  to  show  also  the  style  and  factory  number  of  each'register  in  use.  You  agree  to  keep 
both  of  these  lists  up  to  date  by  revising  and  adding  to  same  from  information  to  be  secured 
by  your  daily  work  in  your  territory.  These  lists  shall  be  and  remain  the  property  of  The 
National  Cash  Register  Company  and  shall  be  delivered  by  you  at  any  time  to  an  authorized 
representative  of  said  Company  on  demand  or  at  the  termination  of  your  contract. 

29.  You  agree  to  send  to  me,  at  the  end  of  each  day,  a list  of  all  persons  who  were  called  on  during  the 

day  by  you  in  the  interests  of  the  business;  said  list  to  show  each  person’s  name,  street  address, 
city,  and  business,  and  a brief  statement  of  the  object  and  result  of  said  call;  all  to  be  written 
on  the  form  furnished  by  me, 

30.  It  is  understood  and  agreed  that  this  contract  is  a personal  one  between  us,  and  that  The  National 

Cash  Register  Company  is  not  to  be  held  responsible  for  the  payment  of  any  commissions 
or  charges  falling  tlue  under  it,  and  all  claims  of  liability  of  any  kind  against  said  Company 
under  this  contract  are  hereby  waived.  , 

31.  Your  continuance  in  such  agency  . to  end  at  the  option  of  either  party  by  written  notice  mailed  to 

the  last  known  address  of  the  other. 

32.  This  contract  covers  all  agreements  to  date  between  us,  and  all  other  contracts  or  agreements 

of  any  kind  are  hereby  annulled  and  cancelled. 

33.  No  alterations  of  or  additions  to  the  provisions  of  this  contract  are  to  be  binding  upon  us  unless 

in  writing  signed  by  both  of  qs. 


(Sales  Agent) 


Accepted — - 19 


Form  1500 


(Salesman) 
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STANDARD  COUNTER  CONTRACT 


SHERER.GILLETT  COMPANY,  Incorporated,  Chicago,  Illinois,  agrees  to  pay  to  - 

as  its  sales  agent,  at  the  rates  and  on  the  conditions  specified  below: 

FIRST;  An  amount  for  traveling  expenses  which  shall  be  at  all  times  subject  to  their  approval.  Advanced  weekly. 

SECOND:  A salary  of  $125.00  per  month,  payable  at  the  end  of  the  month.  Payment  of  the  stipulated  salary, 
however,  is  conditioned  upon  approved  shipments,  aggregating  $2,000.00  per  month.  And  it  is  hereby  agreed  that  should 
shipments  during  any  month  while  this  contract  is  in  force  fall  below  $2,000.00  a deduction  from  such  salary  may  be  made 
at  the  rate  of  $6.25  for  each  $100.00  of  shortage  in  such  shipments. 

In  the  event  that  the  above  clause  regarding  deduction  for  shortage  of  shipments  is  not  enforced,  enforcement  in 
each  instance  being  optional  with  the  company,  it  is  agreed  that  such  shortage  shall,  in  each  case,  be  made  good  before 
any  commissions  are  paid  under  paragraph  “Third”  below. 

THIRD:  An  amount  equalling  ten  per  cent  of  all  shipments  in  excess  of  $2,000.00  per  month.  Commissions  under 
this  contract  are  payable  provisionally  at  the  end  of  the  calendar  quarter  in  which  they  are  earned,  and  may  be  drawn 
against  with  the  consent  of  the  company,  but  are  subject  to  be  charged  back,  as  hereinafter  provided.  It  is  understood 
that  no  expense  will  be  borne  by  the  company  which  is  not  incurred  by  previous  agreement,  and  that  no  expense  shall  be 
incurred  and  no  act  done  or  omitted  which  is  contrary  to  the  spirit  of  the  regulations  and  instructions  given  from  time 
to  time  by  the  company — receipt  of  such  as  are  now  in  force,  including  those  listed:,  below,  being  hereby  acknowledged — , 
or  which  is  contrary  to  any  special  personal  instructions  mailed  or  delivered  or  given  orally. 

Route  sheets  are  to  be  submitted  previous  to  the  making  of  all  trips,  allowing  suflRcient  time  for  approval  without 
loss  of  time;  due  care  shall  be  exercised  in  the  making  of  territory  assigned  in  order  to  keep  expense  account  within 
proper  bounds;  and  expenses  to  or  from  territory,  unless  incurred  under  prior  instructions  from  the  company,  will  not  be 
allowed.  In  case  of  resignation  while  away  from  Chicago  or  home,  no  traveling  or  other  expenses  afterward  incurred 
will  be  borne  by  the  company.  It  is  expressly  agreed  that  no  claim  for  salary  or  expenses  shall  be  made  upon  the  com- 
pany during  sickness  or  while  not  actually  engaged  in  soliciting  business  under  the  company’s  directions. 

It  is  understood  and  agreed  that  all  sales  are  to  be  made  at  prices  which  shall  be  fixed  by  the  company  from  time  to 
time,  and  on  its  regular  authorized  terms,  and  that  a reasonable  charge  to  be  fixed  by  the  company  shall  be  made  and 
deducted,  in  each  case,  from  earnings  hereunder,  should  any  changes  be  made  in  prices  or  terms,  or  should  any  allowance 
be  made  which  in  any  way  affects  the  net  profit  to  the  company  on  any  sale. 

It  is  understood  and  agreed  that  orders  which  are  countermanded,  or  which,  for  any  reason,  are  not  filled,  or  are 
not  accepted,  shall  not  be  counted  as  approved  shipments,  but  that  commissions  shall  be  allowed  upon  such  sales  only  as 
are  in  fact  consummated  by  acceptance  and  delivery.  It  is  also  understood  and  agreed  if  it  becomes  necessary,  for  any 
reason,  to  take  from  customer  goods  sold,  that  the  unpaid  portion  of  the  account  shall  be  deducted  from  approved  ship- 
ments. 

The  sale  of  other  lines  in  connection  with  the  company’s,  an  expense  account  which  is  unsatisfactory,'  failure  to 
produce  acceptable  business  aggregating  $2,000.00  per  month,  failure  to  immediately  forward  funds  received  by  pay- 
ment for  goods  sold,  or  conduct  v/hich  for  any  reason  fails  to  meet  with  the  company’s  approval,  shall  be  sufficient 
grounds  for  the  immediate  termination  of  this  contract  by  the  company  without  notice;  otherwise  it  is  to  remain  in  force 
for  one  year  from  its  date,  and  (in  case  the  agency  continues  thereafter  by  mutual  consent)  until  superseded  by  a new 
agreement  in  writing.  Executed  in  duplicate. 

SHERER-GILLETT  COMPANY, 

Chicago,  DATED  

PRESIDENT. 

ACCEPTED;  and  I hereby  acknowledge  receipt  (amongst  others)  of  printed  regulations  of  the  Company  relating 
to' the  following  subjects:  Expense,  Irregularities,  Cartage  Allowance,  Freight  Allowance  and  Auto  Hire. 

Si^ed  

DATED  

N.  B.  Protect  yourself  against  expense  and  loss  of  time  by  Accident  or  Health  Insurance. 
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UEMORANDUU  OF  AGREEMENT  made  by  and  between  SHITE  SEHING  MACHINE  COMPANY, 


a corporation,  FIRST  PARTY,  and  


, SECOND  PARTY, 


WITNESSETH  : 

First  Party  agrees  to  authorize,  and  does  hereby  authorize  Second  Party 
as  a traveling  solicitor,  to  solicit  orders,  subject  to  acceptance  thereof  by 
First  Party,  for  First  Party »s  regular  line  of  WHITE  vibrator  and  WHITE  rotary 
sewing  machines,  in  the  territory  described  as  follows: 


First  Party  further  agrees  to  pay  to  Second  Party  a commission  on  all 
WHITE  vibrator  and  WHITE  rotary  sewing  machines  sold  and  Shipped  by  First  Party 
during  the  continuance  of  this  contract,  from  its  factory  at  Cleveland,  Ohio, 
to  purchasers  located  in  the  territory  above  described,  such  commission  to  ba 
computed  and  paid  as  follows: 

(a).  On  or  before  the  tenth  day  of  each  and  every  month,  commencing 
with  the  month  following  that  in  vfhich  this  contract  becomes  effective, 

First  Party  shall  render  Second  Party  a statement  of  the  machinas  sold 
and  shipped  by  it  during  the  preceding  calendar  month  to  purchasers 
thereof  located  in  the  territory  above  described,  and  at  the  same  time 
shall  nav  to  Second  Party  a commission  of  Four  Dollars  ($4.00)  per  ma- 
chine  on  the  machines  so  sold  and  shipped  by  it. 

(B),  On  or  before  the  tenth  day  of  each  and  every  month,  commencing 
with  the  second  month  following  that  in  which  this  contract  becomes 
effective,  First  Party  shall  render  Second  Party  a statement  of  all  ma- 
chines upon  which  Second  Party  has  theretofore  received  a commission  pay- 
ment in  accordance  with  the  terms  of  Paragraph  (A)  above,  and  for  which 
First  Party  has  been  paid  in  full  during  the  preceding  calendar  month, 
and  at  the  same  time  First  Party  shall  pay  to  Second  Party  an  additional 
commission  nf  Two  Dollars  ($2.00)  per  machine  on  each  of  said  machines. 

It  is  specifically  understood  and  agreed  by  and  between  the  parties 
hereto  that  the  commission  of  Second  Party  upon  any  machine  shall  in  no  event 
exceed  Six  Dollars  (|6.00)  a.nd  that  no  commission  shall  accrue  to  Second  Party 
upon  any  machine  or  machines  given  free  by  First  Party  to  any  person  or  persons 
located  in  the  territory  above  described,  whether  for  advertising  or  as  other 
special  concession,  and  that  no  commission  shall  accrue  to  Second  Party  upon 
any  machine  or  machines  which  in  special  instances  may  be  sold  by  First  Party 
to  any  person  or  persons  located  in  the  territory  above  described,  at  a price 
less  than  the  then  Wholesale  schedule  of  First  Party. 

Second  Party  agrees  to  use  his  best  efforts  to  create  as  large  a demand 
as  possible  for  White  Vibrator  and  White  Rotary  sewing  machines,  and  except  as 
herinaf ter  otherwise  provided,  to  refrain,  during  the  continuance  of  this  con- 
tract, from  selling  or  attempting  to  sell,  ei^^her  directly  or  indirectly,  sewing 
machines  manufactured  by  anyone  other  than  First  Party;  and  Second  Party  further 
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agrees  to  use  his  bt'^st  efforts,  if  and  whenever  and  as  often  as  requested  by 
First  Party,  to  collect  accounts  of  first  Party,  and  to  handle  efficiently 
such  similar  matters  in  which  First  Party  is  interested,  as  may  from  time  to 
time  arise  in  the  territory  above  described. 

Second  Party  further  agrees  to  pay  all  traveling  and  other  expenses  in- 
curred by  him  in  the  performance  of  Vris  obligation  under  this  Contract,  and 
agrees  further  that  First  Party  will  not  be  called  upon  to  reimburse  Second 
Party  for  any  part  of  such  expenses. 

If  any  machine  or  machines  upon  which  Second  Party  has  received  a com- 
mission payment  nr  payments  are  for  any  reason  whatsoever  not  disposed  of  at 
retail  in  the  territory  above  described.  Second  Party  shall  repay  to  First 

Party  any  and  all  commission  payment  or  payments  received  by  him  on  said 

« 

machine  or  machines,  and  First  Party  is  hereby  authorized  to  deduct  the 
amount  of  said  commiBsion  payment  or  payments  from  the  first  money  becoming 
due  from  it  to  Second  Party. 

First  Party  reserves  the  right  In  its  uncontrolled  discretion,  to  accept 
or  reject  any  orders  that  may  be  sent  in  to  its  Home  Office  in  Cleveland, 
Ohio,  by  Second  Party,  or  other  parsons,  and  it  is  specifically  i^ndorstood 
and  agreed  by  and  between  the  Parties  hereto  that  Second  Party  is  a traveling 
solicitor  only  for  First  Party,  who  shall  solicit  orders  for  sewing  machines 
manufactured  by  First  Party  and  submit  said  orders  to  First  Party  at  its  Home 
Office  in  Cleveland,  Ohio,  for  acceptance  or  rejection;  tba.t  Second  Party  is 
without  authority  to  bind  First  Party  by  his  statements  or  writings,  and  that 
under  no  clrcurastancas  whatsoever  shall  Second  Party  make  a contract  or  agree 
ment,  oral  or  written,  that  shall  purport  to  bind  First  Party. 

Second  Party  shall  solicit  orders  for  sewing  machines  only  at  such  prices 
and  upon  such  terms  as  may  be  from  time  to  time  authorized  in  writing  by 
First  Party,  and  shall  offer  to  prospective  purchasers  only  such  inducements 
to  purchase  as  First  Party  may  from  time  to  time  in  writing  authorize,  and 
shall  at  all  times  conduct  his  solicitation  of  orders  so  as  to  fully  comply 
with  First  Party *s  instructions. 

Second  Party  shall  be  privileged  to  canvass  for  orders  for  the  so-called 
low-price  sewirfg  machines  sold  by  A,  G.  Mason  Manufacturing  Company  of  Cleve- 
land, Ohio,  upon  such  terms  and  conditions  as  Second  Party  may  agree  upon 
with  said  A,  G.  Mason  Manufacturing  Company. 

This  Contract  shall  become  effective , 1921, 

and  shall  supersede  all  previous  contracts  or  agreements  entered  into  between 
the  Parties  hereto;  and  this  contract  shall  continue  in  force  and  effect  un- 
til notice  of  its  cancellation  or  termination  is  given  by  either  party  hereto 
to  the  other,  it  being  specifically  understood  that  this  contract  may  oe  can- 
celled and  terminated  by  either  party  hereto  giving  notice  in  writing  to  the 
other  of  its  or  his  election  to  cancel  3,nd  terminate  the  same. 


IM  WITNESS  WHFREOF,  the  Parties  hereto  have  caused  this  MEMORANDUM  OF 

AGREEMENT  to  be  signed  in  duplicate  on , 1921. 

WHITE  SEWING  MACHINE  COMPANY, 


AGREEMENT 


BETWEEN 

THE  SAFE-CABINET  COMPANY 

AND  AGENCY  MANAGER 

Agreement  Made  this  day  of  19 

at  Marietta,  in  the  State  of  Ohio,  between  the  SAFE-CABINET  COMPANY,  a corporation  existing 
under  the  laws  of  the  State  of  Ohio,  (hereinafter  designated  Company),  and 

(hereinafter  designated  Agency  Manager) 

WITNESSETH.  That  said  Company  hereby  appoints  (such  appointment  to  be  effective 

19  ) said 

as  its  exclusive  Agent  for  the  sale  of  THE  SAFE-CABINET  and  other  products  manufactured  or  sold 
by  the  Company  within  and  for  the  following  territory: 

TERRITORY-. 
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ON  THE  FOLLOWING  CONDITIONS: 

1.  Said  Agency  Manager  agrees  to  devote  his  whole  time  and  best  endeavor  to  the  business  of  the 

Companv  in  said  territory  under  the  direction  of  its  officers  or  their  representatives  and  to 
conform*  with  the  rules,  regulations  and  instructions  of  the  Company  now  in  force  and  which 
may  hereafter  be  adopted  and  mailed  to  such  Agency  Manager’s  address.  Said  Agency  Man- 
ager also  agrees  to  employ  such  salesmen  to  assist  him  and  upon  such  terms  and  conditions 
as  the  Company  may  require. 

2.  It  is  to  the  interest  of  TllEr  SAFE-CABINET  COMPANY  and  its  Agency  Managers  to  give  its 

representatives  confidential  information  regarding  said  Company’s  business,  affairs  and  cus- 
tomers and  it  is  understood  that  such  information  will  always  be  treated  with  confidence. 

3.  Said  Company  agrees  to  pay  said  Agency  Manager,  as  compensation  for  his  services  in  selling  its 

merchandise,  the  following  commissions: 

% of  retail  prices  on  SAFE-CABINETS,  Class  **A”. 

% of  retail  prices  on  SAFE-CABINETS,  Class  “B”. 

% of  retail  prices  on  SAFE-CABINETS,  Class  ^^C”. 

% of  retail  prices  on  interior  equipment  ordered  with  SAFE-CABI- 
NETS, Classes  “A”  and  “B”  ahd  to  apply  on  the  same  order  or  orders. 

% of  retail  prices  on  interior  equipment  ordered  with  SAFE-CABI- 
NETS, Class  “C”;  with  the  Phoenix  Storage  Cabinet  or  interior  equipment  ordered  separately. 

% of  retail  prices  on  Phoenix  Storage  Cabinets. 

% of  retail  prices  on  SAFE-CABINET  Vault  Equipment. 

% of  retail  prices  on  Victor  Safes. 

% of  retail  prices  on  Burglary  Resisting  Chests. 

„%  of  retail  pric^  on  Safe  Deposit  Boxes. 

% of  retail  prices  on  Safe  Deposit  Box  Locker  Bases. 

% of  retail  prices  on  Safe  Deposit  Box  Angle  Bases. 

% of  retail  prices  on  Vault  Doors. 

4.  Said  Agency  Manager  agrees  to  employ  the  lyimber  of  salesmen  necessary  to  secure  from  the  terri- 

tory at  least  such  proportion  of  the  whole  .business  of  the  Company  as  from  time  to  time 
may  be  assigned  by  the  Company  to  such  territory;  it  being  distinctly  understood  that  such 
salesmen  shall  be  the  employees,  agents  and  representatives  of  the  Agency  Manager  and  not 
the  agents  or  employees  of  THE  SAFE-CABINET  COMPANY.  In  some  cases  the  Company 
may  agree  to  carry  on  its  books  the  commission  accounts  of  such  employees  operating  on 
a commission  basis.  In  such  cases  the  commissions  to  be  credited  to  said  Agency  Manager 
will  be  the  commission  specified  in  Clause  3 of  this  agreement  less  the  rates  of  commissions 
agreed  upon  between  said  Agency  Manager  and  his  respective  employees. 

5.  Said  Agency  Manager  agrees  to  make  with  each  salesman  so  employed  a written  agreement  of 

employment  and  to  furnish  the  Company  with  a copy  of  same,  which  shall  contain  all  conditions 
of  such  employment. 

6 No  commissions  are  to  be  credited  to  said  Agency  Manager  on  the  Company’s  books  until  the 
purchaser  has  settled  in  full  with  the  Company  either  by  cash  or  acceptable  note  or  notes. 
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7.  Immediately  upon  receiving  settlement  above,  said  Agency  Manager  is  to  be  credited  on  tii*« 

Company’s  books  with  the  amount  of  his  commissions  on  such  settlement.  Where  settlement 
is  made  W’holly  or  in  part  by  note  or  notes,  the  Company  reserves  the  privilege  of  withhold- 
ing the  payment  of  commissions  until  the  notes  are  paid. 

8.  In  case  the  purchaser  fails  to  pay  any  note  or  any  part  of  the  purchase  price  of  articles  ordered 

from  THE  SAFE-CABINET  COMPANY  and  said  Agency  Manager’s  commission  on  the  sale 
has  been  paid  to  him  or  credited  to  his  account,  the  commission  -on  the  amount  not  paid  is  to 
be  charged  back  against  said  Agency  Manager's  account.  In  case  the  Company  is  put  to  any 
expense  in  shipping,  reclaiming  or  repairing  any  SAFE-CABINET  or  other  products  of  the 
Company  shipped  into  said  Agency  Manager’s  territory  which  are  not  paid  for  in  part  or  in  full, 
such  expense  is  to  be  divided  equally  between  said  Agency  Manager  and  the  Company,  after 
the  commission  on  such  sale  hasi  been  charged  back  to  the  account  of  said  Agency  Manager. 

9 Commissions  will  become  payable  after  shipment  has  been  made  and  full  settlement  is  received. 
However,  the  Company  may  agree  to  advance  on  prospective  commissions  an  amount  of  money 
consistent  with  the  condition*  of  the  Agency  Manager’s  commission  account. 

10.  The  Company  agrees  to  deliver  its  merchandise  F,  0.  B.  Points  as.  specified  in  current  price  list 

prevailing  or  as  may  be  specified  in  price  lists  as  revised  and  published  from  time  to  time. 
Should  an  order  be  taken  calling  for  delivery  in  any  manner  or  at  any  point  other  than  that 
specified  in  the  price  list  prevailing,  thereby  causing  additional  charges  and,  provided  such 
shipments  are  made  at  the  request  of  the  Agency  Manager,  the  difference  between  the  cost 
of  shipment  or  delivery  in  the  manner  specified  in  the  price  list  and  the  manner  requested 
by  the  Agency  Manager  is  to  be  charged  to  the  account  of  the  Agency  Manager. 

11.  Said  Agency  Manager  agrees  not  to  enter  the  territory  of  any  other  representative  of  the  Com- 

pany for  the  purpose  of  selling  SAFE-CABINETS  or  other  products  manufactured  by  the 
Company.  Should  a purchaser  call  upon  him  voluntarily  and  purchase  any  products  manufac- 
tured by  the  Company  for  use  outside  of  the  territory  specified  herein,  he  is  to  receive  50% 
of  the  Commission  paid  on  the  sale. 

When  under  like  restrictions,  as  above  provided,  any  other  representative  of  the  Corr^-any 
sells  a SAFE-CABINET  or  any  other  products  manufactured  by  the  Company  to  be  used 
in  said  Agency  Manager’s  territory,  his  account  is  to  credited  "with  60%  of  the  commission 
paid  on  the  sale.  These  commissions  are  to  be  subject  to  the  same  liability  to  be  charged 
back  against  said  Agency  Manager’s  account  in  cases  of  non-payment  by  the  purchaser,  as  in 
other  cases. 

12.  When  in  the  opinion  of  said  Company  the  general  conditions  of  business  in  any  part  of  the  United 

States  necessitate  the  sale  -of  SAFE-CABINETS  or  other  products  by  said  Company  through 
any  special  mediums  which  may  be  adopted,  said  Agency  Manager  hereby  waives  any  claims  to 
commissions  on  any  sales  so  made  in  said  Agency  Manager’s  territory,  although  in  such  cases 
the  Company  will  endeavor  to  compensate  said  Agency  Manager  as  conditions  will  permit. 
This  will  apply  to  such  business  as  that  of  the  United  States  Government  and  large  corpora- 
tions wherein  such  course  seems  necessary  to  safe-guard  the  best  interest  of  all  concerned. 
The  Company’s  decision  in  this  matter  shall  be  final. 

13.  Said  Company  shall  have  the  right  at  all  times  and  under  any  circumstances  to  adjust  the  com- 

mission on  any  sale  that  may  be  in  dispute,  that  is,  where  any  question  may  arise  as  to  who  is 
entitled  to  the  commission.  The  Company’s  decision  in  such  matters  shall  be  final. 

14.  Said  Agency  Manager  agrees  that  he  will  not  under  any  circumstances  give  any  part  of  his  com- 

mission to  any  assistant,  local  agent  or  other  person  as  an  inducement  for  him  to  assist  in 
making  a sale  without  permission  of  the  Company. 

15.  No  products  manufactured  by  THE  SAFE-CABINET  COMPANY  shall  be  sold  for  more  or  less 

than  the  list  price  established  by  the  Company.  If  the  Company  is  obliged  to  make  any  con- 
cessions to  customers  or  if  any  expense-  is  incurred  by  violation  of  these  requirements,  the 
amount  thereof  shall  be  charged  to  said  Agency  Manager’s  account,  if  said  Company  so  elects. 

16.  All  orders  for  THE  SAFE-CABINET  and  other  products  manufactured  by  the  Company  shall 

be  taken  upon  the  printed  form  furnished  by  the. Company  which  are  to  be  submitted  to  the 
Company  immediately  after  signature  by  the  purchaser  and  all  conditions  and  agreements 
apropos  shall  be  noted  thereon.  It  is  understood  and  agreed  that  the  Company  shall  in  no 
way  be  responsible  for  promises  or  conditions  not  specified  on  the  orders. 

17.  No  order  taken  by  the  Agency  Manager  shall  be  binding  upon  the  Company  until  accepted  by 

the  Company  at  Marietta.  Ohio.  All  contracts  of  sale  are  to  be  made  and  consummated  at  Mari- 
etta, Ohio. 

18.  The  Company  agrees  to  fill  all  orders  it  shall  accept  with  all  practical  dispatch  according  to 

the  instructions  endorsed  thereon  where  it  is  possible  to  do  so,  but  any  failure  on  its  part 
to  do  so  from  any  cause  shall  not  make  it  liable  for  any  commissions  thereon. 

19.  Said  Agency  Manager  agrees  to  see  that  all  necessary  service  work  on  SAFE-CABINETS  aifd  other 

products  sold  by  the  Company  or  its  representatives  in  his  terntory,  that  can  be  rendered  by  him 
through  his  agency,  is  given  in  such  manner  as  the  Company  may  direct  and  to  cooperate 
with  and  aid  the  Company  in  rendering  all  other  necessary  sei-vice  in  his  territory.  In 
cases  where  it  is  necessary  to  render  service  caused  through  the  fault  of  the  Company,  the 
expense  of  such  service  will  be  borne  by  the  Company.  In  all  other  cases  the  cost  of  service 
rendered  is  to  be  borae  by  either  the  Agency  Manager  or  the  customer. 

20.  Said  Agency  Manager  is  under  no  circumstances  to  accept  a trade-in  of  any  merchandise  on 

orders  for  SAFE-CABINETS  or  other  products  furnished  by  said  Company  unless  full  infor- 
mation is  specified  on  the  written  order  and  such  order  is  accepted  by  the  Company  at  Marietta. 

21.  It  is  agreed  that  said  Company  shall  have  full  control  of  and  discretion  as  to  the  collection,  ad- 

justment, or  compromise  of  any  or  all  accounts  for  SAFE-CABINETS  and  other  products 
manufactured  by  or  sold  for  the  Company  by  said  Agency  Manager,  but  if  said  Company  re- 
quests said  Agency  Manager  to  make  any  collections  or  secure  possession  of  any  products  or 
other  property  of  the  Company,  whether  the  same  relates  to  sale  made  by  said  Agency  Manager 
or  any  representative  w*ho  preceded  him  in  said  territory,  said  Agency  Manager  agrees  to  do  so 
promptly. 

22.  Said  Agency  Manager  agrees  to  notify  promptly  the  Collection  Department  of  said  Company 

of  any  information  he  may  have  or  gain  regarding  any  customer’s  account  unpaid,  detrimental 
to  said  customer  and  w^hich  might  influence  the  eventual  collection  of  such  account. 

I 

23.  Said  Agency  Manager  agrees  that  he  w'ill  not,  in  any  case  or  under  any  circumstances,  sigrn  the 

Company’s  name  to  a receipt  for  payment  on  a purchaser’s  account. 

24.  Said  Agency  Manager  agrees  to  cooperate  fully  with  the  Credit  Department  of  said  Company 

in  securing  such  information  as  may  be  deemed  necessary  by  said  Credit  Department  in  safely 
and  intelligently  passing  upon  any  orders  sent  in  from  territory  of  said  Agency  Manager. 
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25.  Said  Company  is  to  retain  from  the  commissions  now  due  or  hereafter  to  become  due  said  Agency 

Manager,  an  actual  credit  of  dollars 

to  be  held  as  deposit  and  security  for  good  faith  on  said  Agency  Manager's  part  and  to 
protect  said  Company  against  loss  by  reason  of  amounts  charged  back  against  said  Agency 
Manager's  account  or  otherwise,  and  the  balance  remaining  in  the  Company's  hands  when  said 
Agency  Manager's  account  is  finally  settleil  and  all  possible  charges  or  credits  to  said  account 
have  been  made,  shall  be  paid  to  him  at  that  time. 

Said  Company  reserves  the  right  to  increase  the  amount  of  said  Agency  Manager's  actual 
credit  balance  from  time  to  time  as  the  business  obtained  by  his  agency  justifies. 

26.  Should  the  said^Company  advance  or  loan  to  said  Agency  Manager  from  time  to  time  any  sum 

or  sums  of  money,  said  Agency  Manager  agrees  to  safe-guard  said  Company's  interest  and 
return  in  cash  the  balance  of  such  advance  due  the  Company  when  called  upon  to  do  so,  and 
that  all  or  any  part  of  the  Commissions  which  may  become  finally  due  and  payable  to  said 
Agency  Manager  may  be  applied  by  the  said  Company* toward  payment  of  said  Agency  Man- 
ager's account.  Upon  termination  of  this  contract,  said  Agency  Manager  agrees  to  pay  im- 
mediately to  said  Company  any  balance  owing  from  him  to  it. 

27.  Said  Agency  Manager  agrees  to  pay  all  his  expenses  such  as  traveling,  rent,  office  upkeep,  etc.,  for 

which  he  expressly  agrees  to  contract  in  hs  owm  name  and  under  no  circumstances  to  represent 
that  said  Company  is  responsible  for  same.  In  other  words,  the  Company  is  not  responsible 
in  any  way  for  any  expense  incurred  by  said  Agency  Manager- 

28.  Under  no  circumstances  is  said  Agency  Manager  to  sign  said  Company's  name  to  any  lease,  con- 

tract, agreement  or  obligation.  Neither  will  said  Agency  Manager  sign  any  checks  or  endorse 
any  notes  in  the  name  of  THE.  SAFE-CABINET  COMPANY  or  have  any  bank  account  in 
the  name  of  said  Company. 

29.  All  lettexing  on  doors,  windows  and  display  signs  in  said  Agency  Manager's  office,  imprinting  on 

stationary,  etc.,  must  show  the  name  and  title  of  said  Agency  Manager  and  not  simply  the  name 
of  the  Company. 

30.  All  Attorney's  fees  and  costs  arising  upon  collection  on  account  of  said  Company's  merchandise 

sold  by  said  Agency  Manager,  or  for  recovering  possession  of  such  merchandise,^  shall  be 
divided  between  said  Agency  Manager  and  said  Company,  said  Agency  ManageV  to  have 
charged  to  his  account  and  pay  the  same  percentage  of  such  expenses  as  he  would  receive 
commission  upon  the  price  of  such  products.  Said  Agency  Manager  agrees  to  attend  trials 
of  cases  where  said  Company  considers  his  presence  advantageous  and  requests  the  same. 

No  charge  is  to  be  made  against  said  Agency  Manager  for  the  seiwices  of  the  Legal  Depart- 
ment of  said  Company. 

31.  In  case  of  termination  of  the  Agency  or  during  the  life  of  the  Agency  created  by  this  agreement, 

said  Agency  Manager  hereby  authorizes  said  Company 'to  pay  and  charge  to  his  account  his 
outstanding  indebtedness  incurred  in  the  management  of  said  Agency.  Said  Company  shall 
not  be  required  to  pay  said  indebtedness  unless  it  shall  elect  to  do  so,  and  the  payment  by 
said  Company  of  part  of  said  Agency  Manager's  indebtedness  shall  not  create  any  obligation 
on  its  part  to  pay  the  whole  of  said  indebtedness. 

32.  No  assignment  of  said  Agency  Manager's  commissions  or  any  part  of  them  at  any  time  is  to  be 

binding  upon  said  Company,  unless  such  assignment  is  accepted  and  acknowledged  in  writing 
by  an  officer  of  the  Company. 

33.  It  is  agreed  that  the  Agency  Manager  will  report  promptly  and  fully  to  the  Company  any  in- 

fonnation  regarding  infringement  of  its  patents,  trade  name  or  trade  marks  and  any  unfair 
competition. 

34.  It  is  agreed  that  all  objections  to  monthly  or  other  statements  of  accounts  rendered  by  said 

Company  are  waived  by  said  Agency  Manager  unless  written  notice  thereof  from  him  reaches 
said  Company  within  thirty  days  after  rendition  of  the  statement  by  the  Company. 

35.  In  case  this  agreement  shall  be  terminated  at  any  time,  it  is  xmderstoocKthat  no  commissions 

will  be  paid  until  all  goods  sold  by  said  Agency  Manager  have  been  shipped  and  settlement 
in  full  has  been  received  therefor  by  said  Company. 

36.  Said  Agency  Manager  agreees  to  furnish  said  Company  with  a Fidelity  Bond  in  the  sum  of 

$ to  be  issued  by  a responsible  Surety  Company  and  con- 

ditioned on  the  faithful  performance  of  said  Agency  Manager's  duties  or  obligations  in  the 
Agency  created  by  this  agreement.  It  is  preferable  that  this  bond  be  obtained  from  the 
Surety  Company  which  is  holding  the  large  majority  of  the  Fidelity  Bonds  taken  out  by  SAFE- 
CABINET  Agency  Managers.  All  premiums  on  such  bonds  are  to  be  paid  by  the  Agency  Man- 
ager. ' 

37.  Said  Agency  Manager  is  to  stand  ready  at  any  time  to  account  for  and- deliver  to' said  Company, 

in  good  condition,  upon  demand,  all  stock  charged  to  his  consignment  account  and  office 
furniture  and  fixtures  charged  to  his  Furniture  and  Fixture  account.  In  case  of  failure  to  do 
so,  the  same  may  be  charged  to  said  Agency  Manager's  account  at  list  price  if  said  Company 
so  elects.  But  nothing  herein  shall  prevent  said  Company  from  exercising  legal  remedies  to 
recover  possession  of  said  SAFE-CABINETS  and  equipment  and  office  furniture  and  fixtures, 
and  to  punish  those  who  wrongfully  deprive  it  of  possession  thereof. 

38.  In  the^.  event  that  any  consignment  stock  has  been  kept  on  hand  by  said  Agency  Manager  so 

long  that  it  cannot  be  sold  as  new,  said  Agency  Manager  agrees  to  advise  the  Company,  which 
in  turn  will  give  said  Agency  Manager  disposition  of  same.  In  case  said  Company  instructs 
said  Agency  Manager  to  return  such  stock  to  the  factory,  the  Company  will  bear  the  freight 
charges  to  the  factory,  but  said  Agency  Manager  is  not  to  be  reimbursed  for  any-  drayage 
charges  on  such  stock  from  the  freight  depot  to  his  office  or  his  office  to  the  freight  depot.  In 
case  consignment  stock  or  furniture  and  fixtures  are  damaged,  except  through  reasonable  wear 
and  tear,  through  no  fault  of  the  Company,  the  cost  of  putting  same  in  first  class  con- 
dition is  to  be  paid  by  said  Agency  Manager,  or  if  the  stock  cannot  be  sold  at  list  price,  the 
difference  between  the  list  price  and  the  price  at  which  sold  is  to  be  charged  to  the  account 
of  said  Agency  Manager. 

39.  It  is  agreed  that  the  office  furniture  and  fixtures  charged  to  said  Agency  Manager's  Furniture 

and  Fixture  account,  shall  be  invoiced  and  appraised  at  least  once  each  year  by  said  Agency 
Manager  and  a representative  of  the  Company,  and  a deduction  of  not  less  than  ten  (10%) 
per  cent  per  year  shall  be  made  from  said  invoice  to  cover  wear  and  tear  and  ordinary  de- 
preciation- It  is  also  agreed  that  the  decision  of  the  representative  of  the  Company  regard- 
ing an  appraisement  shall  be  final.  In  case  this  agreement  shall  be  terminated  at  any  time, 
said  Agency  Manager  agrees  to  give  or  deliver  immediately  to  said  Company,  or  to  someone 
it  may  designate,  possession  of  the  premises  said  Agency  Manager  may  occupy  as  an  office 
at  that  time,  and,  if  the  Company  so  requests,  to  assign  to  it  or  to  such  person  as  it  may 
designate  any  lease  *eaid  Agency  Manager  may  have  on  such  premises;  and  said  Agency 
Manager  agrees  to  return  on  demand  the  office  furniture,  records  and  fixtures  hereinbefore 
referred  to,  to  said  Company,  to  be  by  it  credited  to  his  account,  at  the  election  of  the  Com- 
pany, regardless  of  the  conffition  of  his  account.  The  price  at  which  such  office  furniture, 
records  and  fixtures  shall  be  credited  or  purchased  shall  be  the  reasonable  value  thereof,  but 
in  no  case  shall  it  exceed  ninety  (90%)  per  cent  of  the  last  appraised  value.  Under  no  circum- 
stances is  said  Agency  Manager  to  ffispose  of  said  office  furniture,  fixtures  or  other  property 
without  first  securing  the  consent  of  said  Company  to  said  s^e.  Said  Agency  Manager 
agrees  not  to  contract  any  indebtedness  of  any  kind  for  material,  furntture,  fixtures,  etc. 
without  obtaining  the  consent  of  said  Company  or  its  authorized  representative. 
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40.  It  is  agreed  that  said  Agency  Manager  shall  fiirtiish  said  Company  an  actual  physical  signed  in- 

ventory of  all  merchandise  on  hand  and  loaned  or  consi^ed  at  the  end  of  each  month  on  forms 
furnished  by  the  Company.  It  is  also  agreed  that  said  Agency  Manager  shall  make  such 
other  written  reports  to  said  Company  as  may  be  required  by  its  various  Departments  and 
at  such  times  as  decided  upon  by  said  Company.  ' 

It  is  agreed  that  the  Agency  Manager  shall  give  whatever  time  and  assistance  as  may  be 
required  by  duly  authorized  representatives  of  said  Company  at  any  time  convenient  to  said 
Company  in  verifying  said  inventories  and  accoimts. 

41.  For  the  benefit  of  his  salesmen  and  other  employees,  said  Agency  Manager  agrees  to  comply 

in  all  respects  with  the  Workmen's  Compensation  law  or  laws,  if  such  there  be,  of  any  State 
or  States  of  which  his  territory  may  be  a part,  and  shall  pay  the  premiums  and  other 
costs  and  expenses  incident  thereto. 

42.  Said  Agency  Manag^er  agrees  to  keep  a list  of  probable  purchasers  of  THE  SAFE-CABINET  and 

other  products  of  the  Company  in  his  territory,  this  list  to  show  the  name,  business  and  address 
of  the  prospective  customer,  and  the  users  list  to  show  also  the  style  and  serial  number  of  the 
SAFE-CABINET  or  detailed  information  describing  other  products  of  the  Company  in  use. 
Said  Agency  Manager  agrrees  to  keep  this  list  up-to-date  by  revising  and  adding  to  same 
from  information  to  be  secured  by  lus  daily  work.  This  list  shall  be  and  will  remain  the 
property  of  THE  SAFE-CABINET  COMPANY  and  shall  be  delivered  by  said  Agency  Man- 
ager at  any  time  to  an  authorized  representative  of  the  Company  on  demand  or  at  the  ter- 
miziation  of  this  agreement. 

43.  It  is  imderstood  and  ag^reed  that  said  Agency  Manager  is  not  to  employ  any  person  whatever 

until  he  has  supplied  the  Company  with  full  particulars  respecting  the  applicant  on  the  form 
furnished  by  said  Company.  If  said  person,  for  any  reason,  is  objectionable  to  the  Company, 
he  is  not  to  be  employed  by  said  Ag^ency  Manager. 

44.  It  is  a^ed  that  said  Company  shall  have  the  right,  at  any  time,  to  alter  and  change  the  boun- 

daries of  the  territory  covered  by  this  agreement. 

45.  If  any  question  arises  as  to  the  validity,  construction,  interpretation  or  performance  of  this  agree- 

ment in  any  court  of  any  State  or  of  the  United  States  or  Foreign  Coxmtry,  it  is  agreed  that 
the  laws  of  the  State  of  Ohio  shall  govern  without  reference  to  the  place  of  performance 
of  the  same. 

46.  This  agreement  is  not  to  be  varied  or  added  to  in  any  manner  except  in  writing  signed  by  a duly 

authorized  ofiScer  of  the  Company. 

47.  This  agrreement  covers  all  agreements  to  date  between  said  Agency  Manager  and  said  Company, 

relating  to  employment  or  Agency,  and  all  other  contracts  or  promises  of  any  kind  relating 
to  employment  or  agency  are  hereby  annulled  and  cancelled,  and  it  is  mutually  agreed  that 
this  contract  is  made  and  consummated  at  Marietta,  Ohio. 

48.  This  agreement  may  be  cancelled  by  either  party  upon  written  notice  to  the  other  party  stating 

when  thereafter  cancellation  shall  be  effective.  Such  notice  of  cancellation  shall  be  served  by 
delivering  it  in  person  or  by  mailing  to  the  last  Imown  place  of  business  of  the  party  to 
affected  by  such  notice,  in  which  event  notice  shall  be  deemed  effective  from  the  date  ^id 
notice  is  deposited  in  the  post  oflBce.  Provided,  however,  that  if  the  Company  shall  believe 
that  any  of  the  provisions  of  this  agreement  have  been  violated  by  the  Agency  Manager  or 
that  the  Agency  Manager  has  been  guilty  of  a breach  of  trust,  the  Company  shall  have  the 
right  to  cancel  the  agreement  forthwith. 

Upon  the  termination  of  this  agreement  it  is  understood  and  agreed  that  all  price  lists,  forms, 
data,  printed  and  advertising  matter  that  have  been  supplied  the  Agency  Manager,  or  his 
salesmen,  as  facilities  for  or  information  relating  to  his  work  as  such,  shall  be  returned  to  the 
Company. 

IN  WITNESS  WHEREOF,  said  Company  and  said  Agency  Manager  have  hereunto  set  their 


hands  in  duplicate  this 


— day  of  .... 


THE  SAFE-CABINET  COMPANY 


VICE^’PRES.  AND  GENERAL  SALES  MANAGER 


AGENCY  MANAGER 
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W 
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O 


c 
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THIS  AGREEMENT  this  day  of  19  between 

FRANCIS  H.  LEGGETT  & COMPANY^  a coTporafinn  organized  under  ^thc . laws  of  the  State  of  New  York, 

party  of  the  first  part,  and  party  of  the  second  part ; 

WITNESSETH: 


In  consideration  of  the  mutual  covenants  hereinafter  contained  it  is  agreed  as  fbllows : 

I.  The  first  party  hereby  employs  the  second  party  to  sell  such  goods  in  such  town  or  towns,  to  such  person 
or  persons  and  upon  such  terms  as  may  be  designated  by  the  first  party. 

II.  The  second  party  hereby  enters  into  the  employment  of  the  first  party  as  such  salesman  upon  the  terms 
herein  contained. 


III.  The  second  party  shall  devote  his  entire  time  and  attention  in  faithfully  promoting  the  interests  of  the 
first  party,  and  sh^l  act  at  all  times  ifi  accordance  with  the  business  rules  and  regulations  laid  down  from  time 
to  time  by  the  first  party:  and  shall  sell  goods  only  for  the  first  party.  The  second  party  shall  thoroughly  cover 
the  territory  assigned  to  him  and  shall  visit  the  trade  at  regular  and  reasonable  intervals  and  shall  promptly  notify 
the  first  party  of  any  towns  abandoned  or  not  visited  regularly,  giving  full  reasons  therefor. 

IV.  The  second  party  shall  pay  all  his  traveling  expenses  and  all  other  expenses  of  «ny  and  every  kind  and 
the  first  party  shall  not  be  subject  to  any  liability  therefor  whatsoever. 


V-  The  second  party  shall  not  make  collections  of  accounts  or  accept  or  receive  moneys  belonging  to  the  first 

party,  except  when  authorized  by  tiie  first  party  in  writing  so  to  do,  and  the  second  party  shall  under  no  circum- 
stances apply  to  his  own  use  any  moneys  belonging  or  due  to  the  first  party. 

VI  The  second  party  shall,  when  requested,  by  tlie  first  party,  assist  in  collecting  all  doubtful  and  delinquent 

accounts  due  from  customers  of  the  first  party,  doing  business  or  residing  in  the  territory  assigned  to  the  second 
party,  and  he  shall  also  do  anything  he  may  be  requested  to  do  in  looking  after  the  interests  of  the  first  party  ui 
such  territory  without  compensation  or  any  expense  whatsoever  to  the  first  party, 

VII.  In  full  compensation  for  all  services  to  be  performed  by  the  second  party  hereunder,  the  second  party  ‘shall 

receive  a mbnthly  salary,  the  amount  of  which  shall  be  determined  as  follows:  The  first  party  shall  at  the  peMmng 

of  each  month  determine  the  total  selling  price  of  all  goods  sold  by  the  second  party  for  or  on  account  of  first 
party  during  the  preceding  month.  From  the  amount  of  such  selling  price  there  shall  be  deducted  the  cost  <m  the 
goods  as  the  same  is  shown  on  the  cost  book  sheets  issued  from  time  to  time  by  the  managers  of  the  various  depart- 
ments, or  other  authorized  agents  of  the  first  party.  There  shall  be  further  deducted  • from  the  amount  of  such 

selling  price  the  following  items  of  expense:  . , , . » j / u j 

a.  The  particular  items  of  expense  incurred  in  connection  with  the  sale  and  delivery  oi  such  goods. 

b.  The  amount  of  all  discounts,  allowances  and  rebates  made  by  the  first  party  to  its  customers  in  connec- 
tion with  the  sales  made  by  the  second  party.  . „ . . • i -j  j*.  j 

c.  The  amount  on  which  compensation  to  the  second  party  shall  have  been  previously  paid  or  credited 

upon  goods  afterwards  returned,  or  upon  uncolicctabic  accounts.  ^ i.  £ u 

i Such  proportion  of  the  general  expenses  of  doing  business  as  shall  in  the  judgment  of  the  first  party  be 
properly  applicable  to  the  sales  made  by  the  second  party.  Of  the  net  amount  as  thus  determined  the  second  party 
shall  receive  P«r  cent.  a$  corrtpensation  in  full  for  ^ervites  'rendered  hereunder,  which 

Amount  shall  be  paid  him  or  placed  to  nis  credit  monthly.  Such  compensation  shall  not,  however,  in  any  instance, 

be  due  or  payable  until  the  sales  upon  which  the  same  is  based  shall  have  been  paid  for,  settled  and  adjusted. 

; It  IS  further  understood  and  agreed  that  the  deternination  settlement  and  adjustment  of  the  amount  upon 

which  the  compensation  of  the  second  party  shall  be  based,  shall, be  made  solely  by  the  first  party,,  and  such  deter- 
mination settlement  and  adjustment  shall  be  final  and  binding  upon  the  second  party  and  his  legal  representative. 

VIII  The  party  of  the  first  part  mav,  at  its  option,  designate  certain  commodities  to  be  sold  on  a con^s- 

sion  basis,  in  which  case  the  second  party  shall  receive  a certain  sum  per  pound,  bag,  box,  barrel  or  other  rantainer, 

as  shall  be  determined  by  the  first  party.  Said  rate  of  compensation  shalL  however,  in  each  case  be  based  on  the 
sailing  price  FOB  New  York,  named  by  the  first  party;  and  in  case  of  sales  made  on  any  other  price  basis  the 
rate  of  compensation  due  the  second  party  shall  in  each  case  be  determined  by  the  first  party.  The  comi^nsation  so 
fixed  shall  in  each  case  be  in  lieu  of  tht^  percentage  as  determined  in  accordance  with  paragraph  VII  hereof,  and 
be  subject  to  rebate  only  in  the  case  of  uncoUecublc  accounts. 

IX  It  is  hereby  understood  and  agreed  that  all  cost  books,  advertising  matter,  salc^en’s  advices  and  unused 
samples  which  may  be  in  the  possession  of  or  intrusted  to  the  second  party,  are  and  shall  in  all  instances  remain  the 
property  of  the  first  party,  and  the  second  party  agrees  at  the  termination  of  his  employment,  or  upon  demand,  to 
promptly  return  all  of  such  articles  as  may  not  at  the  time  have  been  used  up  in  the  ordinary  course  of  business. 

X This  agreement  shall  not  be  construed  to  mean  that  the  second  party  hereby  acquires  interest  what- 
ever in  the  business  of  the  first  party  or  the  profits  arising  therefrom, • or. any  part  thereof,!  but  he  shall  only  be  held 

and  regarded  as  an  employee  of  the  first  party,  whose  compensation  is  measured  and  payable  in  the  manner  herein 
provided  and  not  otherwise. 


XI  Before  the  15th  day  of  the  following  month,  or  as  soon  thereafter  as  is  practicable^  the  first  party  shall  send 

to  the  second  party  a memorandum  showing  the  salary  the  second  party  has  earned  under  this  a^eement  for  the  prior 
month.  The  second  party  shall  examine  such  memorandum  promptly  upon  the  receipt  of  the  same  if  any 

clerical  errors  or  omissions  arc  claimed  to  be  found  therein  by  the  second  party,  the  second  partv  shall  report  the 
same  ai  once  to  the  first  party,  and  any  failure  on  the  part  of  the  second  party  to  so  report,  shall  be  considered  and 
taken  by  the  parties  hereto  as  an  admission  by  the  second  party,  that  the  memorandum  or  statements  so  m^e  are 

correct. 


(II  If  any  difference  should  arise  requiring  legal  adjustment,  any  action  by  the  second  party  must  be  brought 

n New  York  State  and  County. 


XIII  This  agreement  shall  commence  otr  the  _ ^ ^ day  of  * 

and  continue  in  force  until  terminated;  either  party  hereto  shall  have  the  right  to  terminate  this  agreOT®f 
giving  days'  notice  verbally  or  in  writing  addressed  to  the  office  of  the  first  party  in  New  Tork  City,  or  to 

the  place  of  residence  of  the  second  party,  hereinbefore  mentioned. 


XIV  If  the  second  party  shall  fail  to  comply  promptly  with  all  and  any  rales,  regulations  and 

and  promulgated  by  the  first  party  in  connection  with  the  business,  then  this  agreement  may,  at  me  option  ol  tnc 
first  party,  be  terminated  immediately  and  without  notice. 

XV  It  is  hereby  agreed  that  if  at  any  time  during  the  term  -of  the  contract  the  first  advan« 

to  the  second  party  any  moneys  in  excess  of  his  earnings,  such  advancement  shall  be  considCTCd  by  tnc  parnes 
hereto  as  a loan  and  personal  obligation  to  be  repaid  by  the  second  party  on  demand  of  the  first  party. 


XVI 


IN  WITNESS  WHEREOF  the  parties  hereto  have  hereunto  set  their  hand  and  seals,  the  day  and  year 
first  above  written 


In  presence  of : 


FRANCIS  H.  LEGGETT  ft  COMPANY. 


#86 


SKITLEUENT  BASIS  BETWEEN  BROWB-GRAVES  CO.,  AMD 

ALL  CITY  SALESMEN. 

# 

+ + + 

Z%  Commission  will  be  paid  on  all  sales. 

No  commission  will  be  paid  on  any  accounts  when  the 
customer  goes  into  bankruptcy  or  if  for  any  other 
reason  the  account  is  not  settled  in  full. 

Salesman  are  expected  to  handle  the  customer’s  account 
from  the  time  the  order  is  taken  until  the  accounc  is 
paid  in  full.  If  necessary,  salesmen  are  expected  to 
make  full  adjustment  between  the  customer  and  the 
B-G.  Co. 

If,  for  any  reason,  salesmen  leave  the  employ  of  the 
company,  only  one-half  of  the  above  commission  shall 
bo  paid  on  any  accounts  which  have  not  been  deliv- 
ered. Full  commission  will  be  paid  only  on  sales  as 
they  actually  show  on  the  ledger  at  the  time  the 
salesman  leaves  tne  B-G.  Co. 

All  commission  settlements  will  be  made  on  the  basis 
of  not  ledger  sales. 

Settlements  shall  be  made  as  nearly  as  possible  on 
the  first  of  February  of  each  year  for  sales  for  the 
preceding  year. 

This  company  reserves  the  right  to  discharge  any 
salesmen  when,  in  the  opinion  of  the  company,  the 
salesmen  are  negligent  or  incompetent. 

No  commission  will  be  paid  unless  the  salesman  re- 
mains in  the  employ  of  this ^company  for  six  months. 


Witness 


Witness 


BROWN-GRAVES  COMPANY, 
AKRON,  OHIO. 


L 


This  document  shall  not  become  effective  until  acceptance  is  endorsed  thereon 
7 a vuly  authorized  official  of  The  Oliver  Typewriter  Company. 


OUVEI^ 

TypeWri-t^r  C* 

CITY  DISTRIBUTOR’S  ARRANGEMENT 


I hereby  make  application  for  position  as  City  Distributor  with  the  following  under- 
Standing,  to  wit:  ® 

First;  1 am  to  devote  my  entire  time  to  the  sal^  of  Oliver  Typewriters. 

services,  1 am  to  receive  a commission  of 
$10  00  on  each  new  Oliver  Typewriter  sold  by  The  Oliver  Typewriter  Company  in 

'■PP-val  by  a daly 

(B)  On  all  cash  orders  which  are  accepted  by  the  Company  under  this  arrange- 
ment,  the  commission  is  to  accrue  as  of  date  of  delivery  of  machine. 

(C)  On  an  installment  sale  accepted  by  the  Company  under  this  arrangement,  I 
am  to  receive  one-half  of  all  moneys  received  by  the  Company  from  the  customer 
until  the  commission  of  $10.00  has,  in  this  manner,  been  paid  to  me,  with  tW“ 
understanding  that  the  Company  reserves  the  right  to  charge  back  to  my  account 
the  amount  ao  paid,  if  it  is  necessary,  in  its  opinion,  at  any  time,  to  take  back  the 
typewriter,  or  make  refund  of  any  amount  collected,  or  if  the  machine  is  returned 
by  the  customer  or  sale  cancelled  before  $12.00  has  been  received  by  the  Company. 

(D)  It  IS  understood  that  no  liability  attaches  to  The  Oliver  Typewriter  Com- 
pany tor  payment  of  commission  on  such  business  as  it  may  see  fit  to  refuse  nor 
tor  payment  of  commission  on  Oliver  Typewriters  sold  to  Schools,  State  Govern- 
ments. The  United  States  Government.  Raifroad  Companies  or  large  concerns  whose 

Tk  ? °"^tside  of  the  territory  which  may  be  assigned  to  me.  and 

that  the  Company  cannot  control  the  shipment  of  Oliver  Typewriters  into  such 
territory  by  other  parties  than  itself  and  will  not  be  responsible  therefor. 

Third:  It  IS  understood  by  me  that  the  Company  will  make  deliveries  to  customers 

under  this  arrangement  only  in  accordance  with  the  capacity  of  its  factory,  having 
due  regard  to  the  rights  of  others,  and  that  the  Company  shall  not  be  liable  to  me 
or  loss  of  commissions,  because  of  any  delay  or  failure  to  deliver  typewriters  under 
this  arrangement,  when  such  delay  or  failure  to  deliver  typewriters  is  caused  by  or 
ue  to  strikes,  lock-outs  or  any  labor  troubles,  or  to  fire  or  other  casualties  or  cir- 
cumstances  over  which  the  Company  has  no  controh 

Fourth;  This  arrangement  may  be  cancelled  by  me  or  by  The  Oliver  Typewriter 
^^ompany  at  any  time  without  notice,  and  it  is  further  understood  and  agreed  that 
this  arrangement  is  to  take  the  place  of  and  be  in  lieu  of  all  previous  contracts 
and  agreements,  whether  written  or  verbal,  had  between  The  Oliver  Typewriter 

Company  and  me.  and  that  they  are  hereby  cancelled  as  and  of  the  date  of  the 
execution  of  this  instrument. 

(Signed) 


(Date) 

ACCEPTED:  TTJe  OkiVCP  Typewriter  Q> 


Manager* 


/I 


M 106 


(Date) 


SPECIAL  DARTNELL 

REPORTS 

New  Sales  Plans,  Methods  and 
Ideas  for  Sales  Managers 


1924  LISTING 


Compiled  by  the  Kditorial  Stajff^ 

THE  DARTNELL  CORPORATION 

Ravenswood  and  Leland  Avenues,  Chicago 

Eastern  Office:  19  West  Forty-Fourth  Street,  New  York 


DARTNELL  REPORTS  AVAILABLE 


17.  “Practical  Bonus  Plans  for  Compensating 

Salesmen” 

Interest  in  this  report  was  so  great  that  we  have  had  to  have 
three  editions  multigraphed.  Three  separate  bonus  plans  are  described, 
one  based  on  profit-sharing  principles  as  worked  out  by  a large  whole- 
sale house ; another  based  on  the  Task  and  Bonus  plan  as  used  by  the 
Beechnut  Packing  Company,  and  a third  plan  which  is  designed  to 
develop  a salesman  along  lines  desired  by  the  company.  Includes  chart 
giving  a practical  point  plan  for  average  size  businesses. 

Price,  $1.60 


81. 


'Forced  Draft  Sales  Methods” 


51. 


“Sales  Control  Methods  for  Getting 

Full  Results” 


This  report  describes  methods  used  by  such  concerns  as  Libby, 
McNeill  & Libby,  Carters'  Ink  Co.,  National  Casket  Co.,  and  others  for 
locating  the  business  that  the  salesmen  should  have  but  are  not  getting. 
Gives  full  data  on  putting  in  record  systems,  and  using  the  system  to 
awaken  salesmen  to  overlooked  opportunities. 

Price,  $1.60 


57. 


Plans  for  Increasing  Sales  Call 
Efficiency” 


Your  salesmen  can  make  just  so  many  calls  per  day.  It  is  highly 
important  that  eveir  one  of  these  calls  be  made  productive.  This 
report  describes  plans  used  by  such  concerns  as  Pratt  Food  Co.,  The 
Mennen  Co.,  Duplicator  Manufacturing  Co.,  to  reduce  the  cost  per  call, 
and  make  it  possible  for  their  salesmen  to  show  a higher  percentage 
from  a given  number  of  calls. 

Price  $1.60 


62. 


'Analysis  of  Sales  Cost  Practices  by 
Lines  of  Business” 


This  report  shows  the  annual  selling  cost  in  various  lines  of  busi- 
ness, the  total  percentage  of  sales  expended  in  advertising,  and  a tabu- 
lation of  items  charged  to  selling  expense  in  each  line.  This  report  will 
prove  useful  to  a sales  executive  in  making  certain  that  the  sales 
department  is  not  having  to  shoulder  a lot  of  expenses  which  should 
properly  be  charged  against  other  departments  and  general  overhead. 
It  is  illustrated  with  charts  and  forms  suggesting  budgets,  etc.,  for  use 
in  connection  with  fixing  sales  expense. 

Price  $1.60 

67.  “Graphic  Charts  for  Picturing  Sales  Facts” 

A profusely  illustrated  report  (in  colors)  showing  how  to  arrange 
sales  statistics  for  charting  purposes : the  use  and  make-up  of  the 
master  chart ; how  to  chart  distribution  by  territories ; the  county  unit 
plan  of  sales  charting ; where  to  get  data  for  territory  consumption 
charting,  etc.  The  report  includes  twelve  exhibits  taken  from  the 
chart  records  of  big  corporations  which  will  prove  helpful  in  designing 
charts  for  your  business. 

Price  $2.10 


71. 


Quota  Plans  for  Stimulating  Sales' 


Tells  how  concerns  like  the  Beaver  Board  Companies,  Burroughs 
Adding  Machine  Company  and  others  have  worked  out,  after  years  of 
experimenting,  a quota  plan  that  actually  increases  sales  without  de- 
stroying the  men’s  morale.  Factors  to  be  considered  in  laying  out  a 
scientific  quota  plan ; statistical  data  available  and  where  to  get  it ; 
with  an  important  section  on  making  the  most  of  your  quotas  after 
you  have  worked  out  the  plan. 

Price  $1.85 

73.  “Prices,  Discounts  and  Sales  Agreements” 

The  return  of  the  buyer’s  market  has  made  the  matter  of  correct 
pricing  a prime  factor  in  successful  sales  management.  This  report 
details  how  various  concerns  arrive  at  proper  prices ; how  they  use 
price  as  a strategem  in  sales  work ; terms  of  sale  in  various  lines  of 
business ; methods  of  discouraging  price  cutting  by  competitors,  etc.  A 
tabulation  of  terms  of  sale,  discounts  and  price  tendencies  covering  200 
lines  of  business  is  included.  An  invaluable  report. 

Price  $2.10 

75.  “Investigation  of  350  Advertising  Agencies” 

This  report  is  designed  for  the  manufacturer  or  jobber  who  is 
contemplating  the  selection  of  an  adviui^ising  agency  to  handle  his 
account.  Written  from  an  unbiased  view-point,  it  gives  facts  regarding 
nearly  every  agency  of  consequence  that  will  help  an  advertiser  or 
prospective  advertiser  to  decide  which  agency  would  be  the  best  qualified 
to  handle  his  account.  Price  $2.10 


We  have  secured  a number  of  noteworthy  sales  plans  which  are 
especially  suited  to  meeting  stiffened  sales  resistance,  and  full  working 
data  on  these  plans  will  be  found  in  this  report.  Among  the  subjects 
covered  are : How  Baker-V awter  puts  sales  pressure  where  needed ; 
giving  the  low  man  an  added  incentive : making  every  salesman  a 
manager ; bringing  more  buyers  into  the  dealer’s  store ; more  calls  per 
salesman — how  to  get ; suggestive  letters  to  the  salesmen,  etc. 

Price  $3.00 

82.  “Salesman’s  Check-up  Methods” 

Suggestions  from  the  experiences  of  such  concerns  as  Beaver  Board 
Duplicator  Manufacturing  Ck>.,  Greenfield  Tap  and  Die  Corp., 
Hensules  Powder  Co.,  J.  B.  Ford  Co.,  etc.  Getting  salesmen  to  send 
in  daily  reports ; how  to  sell  the  report  idea  to  the  salesmen ; making 
reports  easy  for  salesmen  to  fill  out,  etc.,  etc.  Price  $3.00 

84.  “Sales  Expense  Control  and  Budgeting” 

One  of  the  largest  concerns  in  the  country  recently  called  a con- 
ference of  executives  from  all  parts  of  the  country  to  decide  how 
$300,000  could  be  cut  from  this  year’s  budget.  We  have  access  to  the 
minutes  of  this  meeting,  and  in  addition  have  unearthed  a great  mass 
of  information  concerning  the  methods  of  other  concerns  in  curtailing 
sales  expense  without  curtailing  sales.  Report  covers:  How  to  lay  out 

a practical  sales  budget ; tabulation  of  twenty-nine  ways  to  cut  expense ; 
a plan  for  checking  up  expense  aewunts ; a complete  plan  for  handling 
salesmen’s  expenses ; more  sales  with  fewer  samples ; specimens  of  suc- 
cessful sales  expense  forms ; how  to  stage  a “work  more,  sell  more, 
spend  less’’  campaign ; selling  salesmen  the  thrift  idea ; cutting  salaries 
scientifically,  etc. 

. Price  $2.50 

86.  “Salesmen’s  Contracts  and  Agreements” 

The  substance  of  our  findings  has  been  arranged  in  the  form  of  a 
loose-leaf  typewritten  report,  covering  the  following  points:  law  allows 
agreements  to  automatically  renew  themselves ; where  court  does  not 
permit  refusal  of  orders ; safeguarding  against  reduction  in  territory 
size ; legality  of  verbal  understandings ; how  to  outline  a water-tight 
agreement ; making  salesmen’s  application  a contract  form.  An 
important  reference  feature  in  this  report  is  the  collection  of  specimen 
agreements  which  it  contains,  representing  agreements  used  by  varied 
lines  of  business.  Report  embodies  twenty-eight  typewritten  pages  and 
is  bound  in  loose-leaf  binder.  Price  $3.00 


96. 


'Plans  for  Increasing  Sales  to  Old 

Customers” 


In  our  anxiety  to  get  new  business  we  too  often  overlook  the 
opportunity  to  increase  our  sales  through  customers  already  on  the 
books.  This  report  will  give  you  dozens  of  plans  and  ideas  for  selling 
the  entire  line ; how  to  handle  the  customer  who  has  begun  to  slip  ; 
methods  for  reviving  “dead”  accounts;  complete  details  for  installing 
an  automatic  follow-up  system  to  keep  customers  sending  in  orders. 
Also  digest  of  plans  used  by  Simonds  Mfg.  Co.,  General  Fireproofing 
Co.,  National  Electric  Supply  Co.,  American  Ironing  Machine  Co.,  etc. 

Price  $3.00 

98  “Plans  for  Getting  New  Customers” 

How  to  get  information  regarding  prospective  customers;  Short 
cuts  for  getting  distribution  through  dealers ; Use  of  coupon  sampling 
plans ; Cost  of  getting  distribution  per  dealer  in  large  cities ; 'V^en  the 
product  is  sold  through  the  jobbers ; Uses  of  premiums  in  stimulating 
new  accounts ; Developing  live  leads  for  salesmen ; etc.,  etc. 

Price  $3.00 

99.  “The  Systematic  Supervision  of  Salesmen” 

Sales  management  is  mainly  a problem  of  getting  the  most  out  o'f 
men  of  average  ability.  This  means  supervision — everlasting  training 
and  stimulation.  This  report  gives  you  a valuable  analysis  of  reasons 
for  failure,  based  on  investigation  of  300  sales  organizations,  and  then 
gives  you  actual  working  plans  for  reducing  the  turnover  of  salesmen 
and  keeping  the  men  in  the  field  hitting  the  ball.  Discusses  such 
questions  as:  “How  much  time  should  a sales  manager  spend  in  the 
field?”  “Use  of  shock  salesmen  and  pinch  hitters”  ; “Records  that  help 
a sales  manager  to  work  with  his  men”  ; etc.  Also  describes  several 
check-up  plans  and  suggestions  for  conference  work. 

Price  $3.00 


100. 


'Plans  for  Effectively  Using 
Testimonial  Letters” 


A survey  of  200  organizations  who  are  making  testimonials  pay ; 
how  they  prepare  testimonials  for  salesmen’s  use  in  canvass ; how  used 
with  letters,  in  direct  advertising,  national  advertising.  Method  for 
building  a testimonial  portfolio  for  salesmen,  induing  complete  testi- 
monial  campaiffn.  5^ 
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DARTNELL  REPORTS  AVAILABLE 


102.  “Budgeting  Sales  and  Advertising” 

Practical  methods  for  determining  the  sales  and  advertising  appn^ 
priation,  including  a section  on  measuring  the  results  of  advertising. 
Methods  used  by  concerns  like  The  Safe  Cabinet  Company,  The  Tor- 
rington  Company,  Chicago  Paper  Company,  Pahnolive  Company,  and 
others.  Applied  to  the  smaller  type  of  organization  as  well  as  the  large 

Price  $3.00 


104.  “Fifty-Two  Best  Letters  to  Salesmen — 

1923  Collection” 

Selected  from  several  hundred  man-building  letters  written  to  sales- 
men last  year  by  well-known  sales  managers.  Letters  on  credit,  Satui^ 
day  calls,  alibis,  etc.  Bound  in  portfolio  form,  classified  and  ready  for 

Price  $3.00 


106. 


u 


Overcoming  Dealer  Inertia 


ff 


^ How  a large  number  of  organizations  selling  through  the  trade 
assist  dealers  and  agents  in  merchandising.  Includes  a resume  of  chain- 
store  merchandising  methods.  Localized  dealer  promotion  plans.  How 
the  Beaver  Board  Co.,  Benjamin  Electric  & Mfg.  Hoover  Suction 
Sweeper  Co.,  Square  “D*'  Co.,  and  many  others  cooperate  with  their 
dealers  in  moving  stock  from  the  shelves  to  the  consumer. 

Price  $3.00 


108.  “Plans  for  Watching  Costs  and  Profits 

in  the  Sales  Department” 

Personal  investigation  by  Dartnell  Editorial  Staff  at  home  of  sales 
departments  of  Larkin  Co.,  Fuller  Brush  Co.,  Todd  Protectograph  Co., 
Eastman  Kodak  Co.,  Phoenix  Mutual  Life  Insurance  Co.,  and  others. 
How  sales  costs  are  checked,  eliminating  “deadwood"  in  the  sales  force, 
plans  for  encouraging  Saturday  calls,  research  methods,  etc. 

Price  $3.00 


110. 


a 


Suggestions  for  Building  Salesmen’s 

Score  Boards” 


Contains  more  than  thirty  pages,  profusely  illustrated,  describing 
methods  used  by  various  organizations  to  picture  salesmen’s  quota 
scores.  Photographic  reproductions  of  score  boards  and  quota  visual- 
ization charts  in  use  by  National  Cash  Register  Company,  Burroughs 
Adding  Machine  Company,  Phoenix  Mutual  Life  Insurance  Company, 
General  Fireproofing  Company,  Fuller  Brush  Company,  and  many 
others-  Branch  and  district  office  score  boards  are  also  described. 
Numerous  suggestions  for  building  novelty  boards  which  put  new  life 
into  salesmen.  ^3  qq 


112. 


U 


Increasing  Sales  by  Mail 


99 


Results  of  a questionnaire  mailed  to  1,200  concerns  asking  for  the 
best  pieces  of  direcf>by-mail  literature  sent  out  last  year.  Contains 
reproductions  of  business  getting  letters  and  mailing  pieces  used  by 
Ditto,  Inc.,  Toledo  Cooker  Co.,  Kewanee  Private  Utilities  Co.,  Nordyke 
& Marmon  Co.,  Northwestern  Furniture  Co.,  and  many  others.  Dis- 
cusses the  question  of  a fair  percentage  of  returns,  what  printed 
salesmanship  can  be  expected  to  accomplish,  tests  to  apply  to  any  piece 
of  direct  literature,  Bureau  of  Standards’  sheet>size  recommendations, 
and  follow-up  campaigns  used  by  a number  of  national  advertisers. 

Price  $3.00 


99 


114.  “Educational  Plans  for  Dealers’  Clerks 

A thirty-four  page  report  covering  in  detail  methods  and  plans  used 
to  make  better  salesmen  out  of  retail  clerks.  Reproduction  of  section  of 
retail  sales  manual  used  by  the  House  of  Kuppenheimer  with  discus- 
sion of  their  retail  merchandising  department.  Includes  an  investiga- 
tion of  department  stores  and  more  than  thirty-five  retail  outlets.  Other 
plans  by  Hoover  Suction  Sweeper  Co.,  American  Ironing  Machine  Co., 
United  Drug  Co.,  Remmers  Soap  Company,  Seng  Company,  Huyler's, 
Stephen  F.  Whitman  & Son,  and  others.  Price  $3  00 


116. 


u 


Salesmen’s  Auto  Allowances 


99 


Nineteen  twenty- three  revision.  Cost  of  operating  salesmen  by 
auto,  saving  as  compared  to  traveling  men  by  train,  specimen  agree- 
ments for  use  when  the  company  buys  the  car  and  sells  it  to  sales- 
men, comparative  operating  costs  of  several  popular-priced  cars,  best 
plans  for  insuring  cars,  use  of  trade-marks,  illustrated  supplement  with 
recent  auto  specifications  and  prices.  This  report  contains  forty-two 
pages  of  data  gathered  from  several  hundred  concerns  who  have  had 
experience  with  salesmen's  autos.  Price  $3*50 


118.  “Suggestions  for  a Summer  Sales  Contest” 

Discussion  of  the  elements  that  make  a successful  sales  contest.  The 
best  methods  for  awarding  prizes.  How  to  conduct  a contest. 
Suggestions  for  baseball,  golf,  fishing,  straw  hat,  swimming  contests. 
Complete  layout  with  cartoons  for  a week-end  vacation  and  a fishing 
contest.  Features  that  keep  a contest  alive.  Description  of  summer 
contests  used  by  Holcomb  & Hoke  Manufacturing  Co.,  Calumet  Baking 
Powder  Co.,  Aetna  Life  Insurance  Co.  and  others. 


120.  “Methods  for  Working  the  Small 

Account  Profitably” 

A forty-six  page  report,  the  results  of  a Dartnell  investigation 
based,  on  the  experience  of  more  than  three  hundred  concerns,  who  have 
been  profiUibly  selling  the  small  accounts  both  in  the  metropolitan  dis- 
tricts and  in  the  small  towns.  Time-saving  methods  for  picking  up 
small  orders-  New  schedule  system  of  Square  D Company  for  working 
the  small  account.  Methods  used  by  automobile  distributors  and  manu- 
facturers such  as  Nordyke  & Marmon  Co.  Getting  the  commission 
salesmen  tc  work  the  small  account,  and  discussions  and  plans  for 
going  after  the  small  account  by  mail,  dealer  hll-ins,  traveling  sample 
kits,  house  selling,  etc. 

Price  $3.00 

122.  “Plans  for  Interesting  Salesmen  in 

Collections” 

This  investigation  based  on  an  analysis  of  collection  methods  of 
more  than  one  hundred  concerns  includes  plans  and  methods  used  by 
the  leading  sales  organizations  for  interesting  salesmen  in  keeping 
accounts  paid  up,  and  for  making  better  collectors  out  of  the  entire 
sales  force.  A discussion  of  practices  for  coordinating  the  work  of  the 
sales  and  credit  departments,  methods  for  securing  better  credit  infor- 
' mation,  several  collection  contests  for  salesmen,  collection  letters  that 
have  collected,  etc. 

Price  $3.00 


124.  “Practical  Suggestions  for  Sales  Manuals” 

Nineteen  twenty-three  revision.  A fifth  edition  of  a report  issued 
in  1916  with  additional  data  secured  through  a current  Dartnell  investi- 
gation. An  analysis  of  over  ninety  manuals.  Helpful  suggestions  for 
making  manuals  more  effective  with  detailed  description  of  manuals 
used  by  Street  Railways  Advertising  Company,  J.  I.  Case  Plow  Works, 
Chicago  Tribune,  Addressograph  Company,  Beckett  Paper  Co.,  Protecto- 
graph Co.,  National  Cash  Register  Co.,  Pacific  Mutual  Life  Insurance 

Price  $3.00 


Price  $3.00 


126.  “Plans  for  Selling  Direct  to  the 

Consumer” 

Door-to-door  canvassing  methods  employed  by  the  Fuller  Brush 
Company,  the  Larkin  Co.,  Albert  Sechrist  Mfg.  Co.,  Park  & Pollard 
Co.,  Hercules  Hosiery  Mills,  and  many  others.  Plans  for  direct-to- 
consumer  sales  organization,  for  recruiting  salesmen,  promoting  and 
training  salesmen,  office  routine,  mail  follow-up  campaigns,  methods 
for  securing  salesmen,  sample  outfits,  guaranties,  contracts  and  agree- 
ments with  branch  managers  and  salesmen,  Price  $3.00 


128.  “Methods  for  Securing  Quick  Distribution” 

Detailed  analyses  of  steps  taken  to  secure  quick  distribution  for 
various  lines  of  business.  How  Eline’s,  Inc.,  Zonite  Products  Com- 
pany, Axton  Fisher  Tobacco  Co.,  Pepsodent,  Palmolive,  Parker  Pen 
Company,  Upjohn  Company,  and  others  organize  and  put  over  inten- 
sive sales  drives  for  new  outlets.  Discussion  of  tackling  Chicago  and 
New  York  territories,  free  deals,  consignments,  compensation  of  regular 
salesmen  during  a drive,  methods  of  sampling,  etc.  Market  survey  of 
twenty-five  principal  cities.  Pric€  $3.00 


130.  “Winning  Cooperation  of  Jobbers’ 

Salesmen” 

How  volume-building  cooperation  has  been  won  from  jobbers’  sales- 
men by  concerns  like  the  National  Lamp  Works  of  the  General  Electric 
Company,  the  Square  D Company,  Carey  Salt  Company,  Detroit  White 
Lead  Works,  H-0  Cereal  Company,  P.  A.  Geier  Company,  and  many 
others  in  various  lines  of  business.  Discussion  of  kind  of  cooperation 
jobber  prefers,  a digest  of  Dartnell  investigations  of  200  jobber  organ- 
izations. Methods  for  securing  mailing  lists  of  jobbers’  salesmen,  how 
to  conduct  jobber  salesmen’s  meetings,  premiums  and  bonuses,  contests 
for  jobbers’  salesmen,  manuals  and  correspondence  course  for  jobber 
salesmen.  53  qq 


I 


Subject  to  Return  if  Unsuited  to  Your  Needs 


DARTNELL  REPORTS  AVAILABLE 


132.  “Suggestions  for  Fall  Sales  Contests” 

A comprehensive  discussion  of  rules  that  should  grovem  any  con- 
test, best  length  for  contests,  prizes,  scoring,  keeping  interest  in  the 
contest  aJive,  selecting  judges,  quotas,  etc.  Suggestions  for  Snowball 
Contest,  Veteran’s  Contest,  Trip  to  Europe  Contest,  Boxing  Contest, 
Football  Contest  and  Duck  Hunt-  Review  of  contest  principles  of 
several  thousand  contests  examined  by  the  Dartnell  Editorial  Staff. 

Price  $3.00 

134.  “Fifty-Two  Sales  Conference  Suggestions” 

A suggestion  for  each  week  in  the  year,  based  on  successful  con- 
ferences held  by  several  hundred  sales  executives.  This  is  a thirty-two 
page  report  covering  methods  for  conducting  local  and  district  sales 
conferences,  as  well  as  the  national  sales  convention.  Reviews  conven- 
tion programs  of  J.  E.  Porter  Corp.,  The  Fuller  Brush  Co.,  Todd 
Protectograph  Co.,  Anderson  Motor  Co.,  and  many  others.  Stunts  that 
put  life  into  sales  meetings,  etc. 

Price  $3.00 


148. 


136. 


U 


Effective  Catalog  Distribution” 


A compilation  of  the  most  effective  plans  and  methods  employed  by 
successful  concerns  in  the  distribution  of  catalogs  and  sales  literature. 
Based  on  an  investigation  of  three  hundred  companies.  How  salesmen 
should  distribute  catalogs,  distribution  by  agencies  and  dealers,  plans 
for  compiling  assembled  catalogs,  and  localizing  sales  liteFature.  Com- 
plete discussion  of  catalog  follow-up  systems  used  by  such  organizations 
as  Dodge  Brothers,  Eelly-Springfield  Tire  Co.,*' Shipman- Ward  Mfg.  Co. 
and  many  others.  53  qq 


138. 


it 


Gathering  and  Arrangement  of 
Sales  Data” 


How  sales  data  is  gathered,  classified,  filed,  and  distributed  through- 
out the  organization  by  Nordyke  & Marmon  Ck>.,  Hercules  Powder  Co., 
Safe-Cabinet  Co.,  Berry  Brothers.  Libby,  McNeill  & Libby,  Corona 
Typewriter  Co.,  Lunn  & Sweet  Co.,  Swift  & Co.,  and  many  others. 
How  to  organize  a sales  research  department.  Sources  for  information. 
Dewey  system  of  classification.  A general  resume  of  the  best  plans 
and  methods  of  sales  research  in  use  today.  Price  $3  00 


99 


140.  “Correspondence  Simplification  Methods 

Plans  for  cutting  down  the  time  spent  on  routine  correspondence. 
Short  Cuts  for  classifying  and  distributing  mail,  simplified  methods  for 
handling  orders,  various  forms  employed  as  substitutes  for  letters. 
Correspondence  simplification  methods  of  McGraw  Co.,  United  States 
Rubber  Co.,  Hart-Parr  Co.,  Sunl>eam  Electric  Mfg.  Co.,  and  many 

Price  $3.00 

142.  “Getting  Salesmen  to  Push  Neglected  Items” 

A special  investigation  suggesting  ways  and  means  for  reviving  the 
interest  of  the  sales  force  in  neglected  items.  Based  on  the  plans  and 
methods  used  by  more  than  three  hundred  sales  executives  in  ^1  lines  of 
business.  Discusses  when  to  entirely  eliminate  the  item  from  the  line, 
when  to  extend  the  trade-marked  brand  to  include  the  item,  making  up 
assortments,  how  to  arrange  sample  kits,  putting  special  salesmen  in 
the  territory,  etc.  Digest  of  quota  and  bonus  plans  for  getting  sales- 
men to  push  neglected  items  of  such  concerns  as  Edison  Electric  Appli- 
ance Co.,  Cooper  Underwear  Company,  Bradley  Knitting  Company, 
Chicago  Nash  Company,  Ditto,  Inc.,  and  many  others.  Price  $3  00 

144.  “The  Use  of  Sales  Portfolios  and  Proposals” 

How  concerns  like  the  American  Multigraph  Sales  Co.,  Timken 
Roller  Bearing  Company,  Kelley-Springfield  Tire  Company,  Detroit 
Vapor  Stove  Company,  Baker-Vawter  Company  and  many  others  are 
successfully  using  portfolios  and  proposals  to  increase  sales.  Practical 
methods  for  building  portfolios,  what  they  should  contain,  how  best  to 
arrange  them,  advertising  portfolios,  campaign  portfolios,  plans  for  get- 
ting salesmen  to  carry  portfolios ; and  suggestions  for  the  preparation 
and  the  use  of  sales  proposals.  Based  on  the  experiences  of  more 
than  200  organizations.  Price  $3  00 

146.  “Plans  for  Cutting  Down  Sales  Territories” 

Discussion  of  scientific  basis  for  redistricting  sales  territories  based 
on  methods  used  by  Ditto,  Inc.,  Liquid  Carbonic  Company,  P.  A.  Geier 
Company,  United  Drug  Co.,  Burlington  Basket  Co.,  Globe  Automatic 
Sprinkler  Co.,  Kasco  Mills,  Inc.,  Geo.  E.  Keith  Co.  and  many  others. 
Major  and  minor  sales  divisions  of  leading  companies.  How  other 
concerns  sell  salesmen  on  taking  smaller  territories.  Presenting  terri- 
torial reductions  at  annual  conventions,  etc.  Price  $3  00 


“Moving  Dead  Merchandise  Off 
Dealers’  Shelves” 


How  prominent  concerns,  selling  through  distributors  and  dealers 
assist  them  to  move  slow  selling  items.  Presents  concrete  plans  ^- 
ployed  by  selected  concerns  in  a number  of  lines  of  business,  as  Coming 
Glass  Company,  Aluminum  Goods  Mfg.  Co.,  Quaker  Oats  Co.,  Osborne 
Mfg.  Co.,  Huyler’s,  Lightolier,  etc.  Plana  for  seasonable  promotion 
schedules,  stock  control,  rates  of  turnover,  dealer  contests,  recondition- 
ing shop-worn  merchandise,  etc.  Price  $3  00 


150. 


ii 


Salesmen’s  Earnings  and 
Compensation  Plans” 


This  investigation  covers  the  period  from  July,  1921,  to  December. 
1923.  Includes  charts  showing  tabulations  of  salesmen’s  earnings  in  348 
separate  lines  of  business ; average  annual  earnings,  average  starting 
salaries,  rates  of  commission,  ratio  of  salesmen’s  expense  to  gross  sell- 
ing expense,  average  cost  per  call,  average  expense  account  allowance, 
etc.  This  report  includes  twenty-two  pages  describing  various  bonus 
and  profit-sharing  plans  now  in  use  in  representative  lines  of  business. 
Methods  for  making  compensation  adjustments ; how  to  determine  what 
commission  to  pay,  and  recent  expense  account  practices,  etc. 

Price  $3.50 


152. 


ii 


Methods  for  Turning  Complaints 

Into  Sales” 


An  investigation  made  by  members  of  the  Dartnell  Editorial  Staff 
in  sever^  hundred  lines  of  business,  reviewing  methods  used  for 
handling  complaints.  How  to  head  off  complaints  and  turn  them  into 
sales ; the  danger  of  the  silent  complaint  and  how  to  overcome  it ; the 
best  principles  of  adjustments ; methods  for  having  salesmen  handle 
complaints ; complaints  on  deliveries,  breakage  in  transit  defects ; rou- 
tine methods  for  handling  complaints ; form  letters,  etc. 

Price  $3.00 


154.  “Fifty-Two  Best  Letters  to  Salesmen — 

1924  Collection” 

Selected  from  several  hundred  letters  written  to  salesmen  last  year 
by  sales  executives  in  various  lines  of  business.  Letters  for  the  hot 
weather  slump,  for  off-seasons,  for  Thanksgiving  and  Christmas ; letters 
to  the  new  salesman,  to  the  salesman  in  a rut ; letters  on  expense  ac- 
counts, on  making  more  calls  per  day — covering  fifty-two  sales  man- 
agement problems  often  discussed  by  correspondence.  Price  $2  50 


156.  “Test  and  Check-Up  Methods  Found  Prac- 
tical in  the  Selection  of  Salesmen” 

A digest  of  the  methods  employed  by  leading  concerns  for  recruit- 
ing and  selecting  salesmen.  How  Fuller  Brush  Co.,  American  Tobacco 
Co.,  Addressograph  Co.,  Phillips- Jones  Corporation,  Michigan  Stove  Co., 
Goodyear  Tire  & Rubber  Co.,  Heath  & Milligan  and  many  others  fill 
gaps  in  their  sales  force.  Check-up  methods  for  selecting  salesmen  as: 
mental,  bonding,  personality,  physical,  imagination,  responsibility,  in- 
dustry, nationality,  discernments,  tenacity  test  methods  for  standard- 
izing reference  data,  standard  application  blank,  etc. 

Price  $3.00 


158.  “Study  of  Salaries  Paid  to  Key  Executives” 

Investigation  of  salaries  paid  executives  and  their  assistants  in 
eighty  lines  of  business ; what  executives  do  to  earn  these  salaries ; how 
long  each  executive  has  been  in  employ  of  company;  annual  sales, 
advertising  appropriation,  number  of  salesmen  employed  and  other  vital 
information.  The  only  investigation  of  its  kind  on  record.  (Available 
only  to  subscribers  to  the  Dartnell  Sales  Service.) 


160. 


it 


Salesmen’s  Expense  and  Drawing 
Account  Practices” 


Covers  latest  tendencies  in  expense  account  practices.  Methods  for 
requiring  salesmen  to  compute  cost  per  call.  Establishing  expense- 
quota  agreement  with  salesmen.  Limit  to  be  placed  on  “Sundries.” 
Collecting  debit  balance  when  commission  salesman  leaves.  Present 
day  tendencies  in  drawing  account  practices.  What  should  the  maxi- 
mum drawing  account  be?  Chart  of  Expense  Account  Practices  by 
Lines  of  Business.  53  qq 


Anu  Report  Listed  Will  Be  Sent  You  on  Approval 
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